


mericanaArtisan 


Founded 1880 


















Vol. 95, No. 18 CHICAGO, MAY 5, 1928 $2.00 Per Year 








Horse Head 
ZINC 


quickly formed 





on this job of steeple 
sheathing 


— 


| A clever insvaliaion- with the necessary 
permanence for inaccessible places 
ETAL which bends without cracking must be used 


when you sheathe a church steeple. A shingle type of sheath- 
ing was formed on the job from Horse Head Zinc. 


No other metal would have been so economical. No other 


zinc would have stood such bending. Clip the coupon 


The belfry, too, is zinc....sheathed with THE NEW JERSEY for a sample oj 
ZINC COMPANY’S zinc....and the church and parsonage are Horse Head Zinc 


permanently protected with the same metal. and test it 4 
. . yourself . 
Sheet metal men who know the advantages of using THE \ ~ 


NEW JERSEY ZINC COMPANY'S rolled zinc are making money 
by installing permanent jobs at the lowest possible cost. 














The New Jersey Zinc Company 


Cs?ablished I8S48 ° Products Distributed by 


The New Jersey Zinc Sales Company 
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SUCCESS HEATER MANUFACTURING COMPANY 


MANUFACTURERS OF 


WARM AIR HEATING SYSTEMS 


DES MOINES, IOWA 
January 1, 1928 


Misgz Etta Cohn, 
American Artisan, 
@hicago, Illinois. 


Dear Miss Cohn; 


It is a pleasure to write you regarding 
our opinion of the American Artisan as an advertising 
medium for Warm Air Heaters. 


The knowledge we obtained from using sev- 
eral different publications has satisfied us that the best 
results were being obtained from our advertising in the 
American Artisan and for this reason we are limiting our 
advertising for 1928 to your magazine. 


The results we have obtained is, to say 
the least, 211 we expected, and we take pleasure in 
handing you herewith our order for twelve front covers 
for the year of 1928. 


With best wishes for the success of your 
publication, and with kindest personal regards, we are 


Yous very truly, 


SUCCESS HEATER MANUFACTURING COMPANY 
row 


Manager of Sales, 





May 5, 1928 
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BOILER 


N Attractive 8-Room Home 

in St. Francis Woods, San 

Francisco—‘‘Western” heated— 
(Standard Code) 


ern 


ee ee 





“western’ 


ESTERN Furnaces are most practical for average homes such as the 
above, where a Western Furnace, replacing electric heaters, has 


given splendid satisfaction. 


The owner says it keeps the home 


comfortable at a very reasonable cost. 


Some of the reasons that Western Furnaces are so practical and satisfactory: 


Permanently gas tight. Built of heavy copper 
bearing boiler plate, with joints cold riveted and 
calked, one-piece body construction (without rivets 
on front extension). 

Economical in operation. Designed on a common 
sense plan, without useless frills, but including the 
essentials of economical combustion hot blast gas 
consumer. V-baffie in radiator, large brushing sur- 
face. The Radiator is extra large with angle sup- 
port and one piece side wall construction. 


Economical in first cost. Although quality is 
built into every part of the Western, its price is 
such that it even competes with a cast furnace 

Practical in design, with features which actually 
add value in service, such as corrugated top to 
take up expansion and contraction, and heavy 
double grates which are easily shaken from a 
standing position. 

Time tested in cold northern climates, and ab- 
solutely guaranteed 


Ask about the new National Warm Air ratings on Western Furnaces, 
according to the 4th Edition, Standard Code 


Western Steel Products Co. 


130 Commonwealth Ave. 


DULUTH, MINNESOTA, U. S. A. 


DISTRIBUTED BY 


Atlanta, G Moncrief Furnace Company 
Pittsburgh, Pa. ..Wagener-Price wy Company 
San Francisco, Pacific Sheet Metal & Furnace Co. 
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VIET FV THT THIET PVN TNT YON INT WON TNT TUN ITT TK 
Is $25°° Too Much 


for a Scalpel? 


The chances are you do not even 
know what it is, but you can see 
that the price on an unknown 
article does not tell its value. The 
average consumer knows no more about 
the correct price of a good furnace in- 
stallation than he does about the price 
of a scalpel. 

Unless you give him all the facts he may 
buy a price instead of a good heating plant 
and then you both lose. The “AFCO” dealer 
plan simplifies furnace selling and shows you 
how to get the profitable business in your 
community. “AFCO” dealers have been 
using this plan with success for years. 

You, too, can sell “AFCO” Boiler Plate 
Furnaces and make more money on every job. 
Our new sales manual and catalogue tells 
how. Write for free copy now—use the 
handy coupon. 





























American Furnace Co., St. Louis, Mo. 


“AFCO” 


Boiler Plate Furnaces 


a SP Clip, Fill Out and Mail -...-........--- 
AMERICAN FURNACE CO. 
2719-31 Morgan St., St. Louis, Mo. 


Please send (free) copy of your new 1928 Cata- 
logue and Sales Manual. 
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The large increase 
in Wise business 
has again proved 
Wise leadership in 
bringing out— 





WISE OPEN DOME 
CAST FURNACE 


A Better Fire Pot 


WISE 20 SERIES CAST 
FURNACE 


A Better Radiator 


A Better Steel Furnace 


IND out now all about the Better Wise Steel 
Furnace and the big improvements on the 
famous Wise Cast Furnaces—Write for special 
broadsides and our new Catalog No. 23, just off 
the press, which illustrate and describe Wise 
furnaces and these new improvements in detail. 


The Wise Furnace Company 
AKRON, OHIO 
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January 9, 1928 
Hess-Snyder Co., 
Massillon, Ohio. 
Gentlemen: 

I have one of your cast iron furnaces 
which has been in use since 1888 and is 
good yet all excepting the water pan 
which is rusty and I wish you would send 
me @& new water pan. 

Yours truly, 
(Signed) Charles D. Eliot, 
517 Third Avenue North, 
Great Falls, Montana. 











We invite any manufacturer of 
furnaces to show a better record. 


The HESS-SNYDER COMPANY 
MASSILLON, OHIO 
Makers of BOOMER FURNACES for Forty-Three Years 
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RODS, SMALL AND E 
PINS, CATALOG ON BEQUEST. 


THE LAMSON & SESSIONS CO. 


THE KIRK-LATTY CO. 
1971 W. 85th St. Cleveland, O. 


PATTERNS ino nearers 


im] come up to the 


BEE) AMERICAN STANDARD, 
i=! which assures you the highest 
; quality. 
NSEEEEE) THE AMERICAN WOOD 
it REGISTER CO. 
PLYMOUTH, IND. 





























THE CLEVELAND CASTINGS PATTERN COMPANY 
CLEVELAND, OHIO 





PATTERN S|  rurnice CEMENT 





FOR STOVES AND HEATERS ,, ZiMST-CLASs. | Roof Cement — Stove Putt 
VEDDER PATTERN WORKS “*"*2,/°"©° TROY,N.Y. | Piboas Putty — 
: PAINTS and SPECIALTIES 
IRON AND WOOD H ILLIAM CONNORS PAINT MFG. CO. 


STOVE PATTERNS | contac SY YOK | 
ls} JAMES L. PERKINS H| 
is Western Distributor H| 


QUINCY PATTERN COMPANY i WINER SSE. 


QUINCY, ILLINOIS 
When writing mention AMERICAN ARTISAN—Thank you! 
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THE MOST VALUABLE THING IN THE WORLD 


I am the most desirable thing in life. Without me no one can be healthy, 
happy or useful. 

The hidden wealth and vast resources of this earth would have no value with- 
out me. 

I am the great developer of man. No other agency has called forth so many 
of his hidden treasures, developed more power of mind and body than I have. 

Men and women who try to get along without me are characterless, selfish, 
undeveloped, useless and unprofitable members of society. I am behind every for- 
tune, every art and science, every achievement, every triumph of man. 

Rich men and poor men alike often try to find substitutes for me, hoping 
thereby to secure a larger measure of happiness, peace, and satisfaction, but they 
are always bitterly disappointed. Instead of gain, every substitute for me brings 
them infinite loss. 

As the creator is greater than the creature, so I am greater than wealth, power, 
fame, learning, or any other acquired possession or quality of man, because I am 
the source through which he acquired them. 

I am—Work. 
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“The Air Capacity Line” 


Everything in Registers and Cold Air Faces 


Complete Stocks — Quick Shipments — Profits 
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No. 160—One-Piece No. 200 
Baseboard Register Floor Register 
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No, 340 No. 345—Reversible No, 390 . 
Sidewall Register Sidewall Register Sidewall Register 
Grille No. 578 Grille No. 576 Grille No. 573 


THE HART & COOLEY MANUFACTURING CO., NEW BRITAIN, CONN. 
Manufacturers of a complete line of Ventilating Grilles 
NEW YORK CHICAGO PHILADELPHIA 


1 East 42nd Street 61 W. Kinzie Street 1600 Arch Street 
WESTERN WAREHOUSE AT CHICAGO) 


























WARM AIR 


REGISTERS 














GRILLES 
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This FRICTIONLESS construction 


is essential to— 
BETTER WARM AIR HEATING 


tS 7 peter the use of all the good 
work done by the National 
Warm Air Heating & Ventilating 
Association—what good are all the 
facts brought out by the research 
work at the University of Illinois— 


if—WE DON’T USE IT? 


We know that an even warm air 
flow through pipe that has no 
sharp angles means better heating 
and less heat loss and that is why 
HANDY PIPE was improved to 


give maximum service. 
























There are other features too and 
thousands of warm air heating men 
throughout the country specify 
HANDY PIPE from their jobbers 
because they know it’s up-to-date 
and well made. 












Made by journeymen mechanics 
in a union shop. 


F. MEYER & BRO. COMPANY 


PEORIA, ILLINOIS 


A free sample ‘sent on request 











‘€or HANDY PIPE | #22: 
Wood Faces Heating Supplies 


Mention AMERICAN ARTISAN itn your reply—Thank you! 
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Entrance to Milam Building, San Antonio, Texas, Showing Ornamental Work 


Copper Trimming for Permanence and Beauty on Milam 
Building, San Antonio 


Gives Transient Good Impression of 
City and Reduces Upkeep Expense 


TAMPED or molded copper 

sheet, so designed that it corre- 
sponds to the architecture of a build- 
ing, lends not only grace and beauty 
but also permanence to any struc- 
ture. In the heart of San Antonio’s 
business section we find the new 
Milam Building, designed by George 
Willis, architect, of San Antonio, 
and set off beautifully by copper 
stampings made by the Gerock 
Brothers Manufacturing Company 





*Mid-Western representative, Cop- 
per and Brass Research Association. 


By L. C. LEIMKUEHLER* 


of St. Louis and installed by the 
San Antonio Sheet Metal Works. 


Stampings Enhance Beauty 
of Building 

Facing the sidewalks on two sides 
of the building, polished plate glass 
windows, framed in natural copper, 
display the wares of the shops. Com- 
pletely surrounded by narrow cop- 
per stampings, each set of twin win- 
dows is divided by a wide panel of 
copper stamped in a running pattern 
set off by a narrow border design on 
each side of the panel. This panel 


performs double service. Not only 
does it assist in adorning the build- 
ing, but it covers the bare columns 
supporting the terra cotta fronts 
above and the remainder of the 
building. The border design is car- 
ried around the window ledges on a 
narrower strip and continued around 
the sides and top of each enclosure. 


Immediately over the show win- 
dows the awnings are rolled when 
not in use. Their resting position is 
protected from rain and snow by a 
trough shaped hood of stamped cop- 


or re rE etna lm — Ae ter tlt nyo 


eI 

















per. Blending beautifully with the 
scheme of window design, this hood 
runs across the building, dividing 
the display space of the front from 
the upper section of windows ad- 
mitting light to the shops. It is 
made up in sections taking in two 
‘or three sets of windows, and links 
the separate units together as a com- 
posite whole. Its shape and position 
imbues the base of the building with 
a nonchalant atmosphere and creates 
in the observer’s eye a pleasant re- 
action, as it counteracts the effect of 
the necessary regularity of the col- 
umn spacing. 

Above the awning hoods, a series 
of clouded glass windows admit 
light to the shops. These windows 
are also outlined in copper and un- 
evenly divided into three parts, a 
small pane on either side of a large 
one. The groups are regularly 
spaced between the columns, sepa- 
rated either by terra cotta facing or 
the wide copper panel covering a 
column. 

Doorway Crowned with 
Copper Marquise 

Standing over these and setting 
off the richness of the shop windows 
the white terra cotta fronts of the 
building extend past the large win- 
dow openings of the second or mez- 
zanine floor. At the third floor the 
building plan assumes a U-section, 
made up of two parallel, connected 
wings forming an open court. This 
section extends up fourteen stories 
in matt brick, enhanced occasionally 
by a bit of terra cotta ornamenta- 
tion. This is topped by the set-back 
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Second View of Milam Building, San Antonio, Texas, Showing Two Entrances, Both of Which 


Copper Work Above Them 





tower running up an additional five 
stories, beautifully trimmed in terra 
cotta. 

The building has two entrances. 








NOW HE’S WITH THE 
ANGELS 

“Once upon a time there was 
a Sheet Metal Contractor who 
always got his bid in on time 
and who never charged for an 
extra. His price was always 
right and he always had enough 
men on the job, and his mate- 
rial was never late in arriving. 
If his work interfered with 
other trades, he would cheer- 
fully remove it and reinstall it 
without argument. When the 
job was done, if it didn’t work, 
he would gladly remove it at 
his own cost and substitute 
larger and better equipment. 

“One day he was playing 
Santa Claus at a church social, 
and he handed a little boy a bag 
of popcorn, neglecting however 
to place a $5 bill in the bag, and 
the boy, becoming enraged, shot 
him and blew out his brains, if 
any.”—The Aerologist. 








The one just under the open court, 
probably intended for the main en- 
trance, is made up of carved polished 
granite columns, backed up against 
the side of the opening, also of 
polished granite. On the columns 
rests a terra cotta head beam bear- 
ing the name of the building. The 
doorway is crowned with an all- 
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Have the Ornamental 


copper marquise, intricately designed 
in narrow panels, each panel bear- 
ing a suggestion of the letter “M” 
stamped in scroll design. Above the 
body of the panel bearing the letter 
the sheet is perforated in a delicate 
scroll pattern. Below the main panel 
the apron of the.marquise hangs in 
round-end scallops giving the effect 
of ease and grace. One almost ex- 
pects to see the scalloped edge flap- 
ping in the wind as do the awning 
ends hanging from their protective 
hoods. 

The other entrance, just as beau- 
tiful in its copper trimming, differs 
from the main entrance in that it 
has no terra cotta top. It is com- 
pletely formed of granite, but 
crowned also, with a copper mar- 
quise made in duplicate pattern to 
that over the front entrance. 

Record Performance in 
Delivery 

The metal front was originally 
designed for cast iron, which metal 
held the place of honor in the speci- 
fications. Copper was suggested as 
more beautiful in appearance, and 
equally permanent without being 
periodically painted. Besides the 
work could be done with copper at 
a lower cost. It was at this time 
that Gerock Brothers were ap- 
proached with the problem of pro- 
ducing the stamped sheets within 
four weeks. The challenge was ac- 
cepted, wheels began to fly faster 
and hammers hit harder, and a few 
days before the time specified the 
material was delivered, checked and 
paid for. 
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Closeup of Ornamental Copper Work 


Sixteen and twenty-ounce copper 
was used throughout. The stamp- 
ings required different methods of 
hanging than specified for cast iron, 
and brass hangers were substituted 
for all iron bolts, rods and nuts. All 
changes were made and the units as- 
sembled and erected to a wonder- 
fully pleasing appearance in the fin- 
ished job. 

Rarely will the pedestrian pass by 
heedless of the beauty of the show 
windows copper-crowned. Rarely 
will the motorist or tourist fail to 
remark the finished elegance of the 
structure. A tourist’s impression of 
a town is gained chiefly from the 
type of buildings it contains. What 
better booster for a town, then, than 
an edifice well designed, well built 
and impressively trimmed in metal 
to last throughout the ages in the 
natural beauty. 

Copper and its alloys have been 
known and used for centuries. Ar- 





on Milam Building, San Antonio, Texas 


ticles made thousands of years ago 
still exist to tell the story of perma- 
nence, and long after time has black- 
ened the walls of the magnificent 
Milam Building, when the flash ex- 
press is making daily trips to Mars, 
the copper trimming will still be 
telling its tale of permanence and 
beauty in terms of unerring and de- 
pendable service. 





Liberalizing Workmen’s 
Compensation Laws 
Trend of Present Day 

A tendency to liberalize work- 
men’s compensation laws by the al- 
lowance of larger payments for 
death or disability is disclosed in a 
digest of state laws and the federal 
law issued by the Insurance Depart- 
ment of the Chamber of Commerce 
of the United States. 

“The percentage of wages paid as 
compensation,” the Department says, 
“is 60 per cent in six states and one 


11 


territory, 65 per cent in eight states 
and one territory, 6634 per cent in 
fourteen states besides the two fed- 
eral acts, so that twenty-eight states 
as against twenty in 1920 pay 60 
per cent or more. 

in 1920 twelve states fixed the 
maximum weekly payments at 
$12.00 or less. Now no state has 
a maximum less than $12.00 for 
temporary total disability and only 
three have as low a maximum as 
that, while twenty states, one terri- 
tory and two federal acts pay $18.00 
or more, as against seven states and 
one territory at the earlier date. 

The waiting time is now less than 
one week in seven jurisdictions ; one 
week in twenty-eight states, one ter- 
ritory and one federal act ; and more 
than one week in eight states and 
one territory. At the earlier date 
only four laws fixed a waiting time 
of less than one week; twenty-one, 
one week; and seventeen states and 
two territories more than one week.” 
Chicago Ladies’ Auxiliary 
to Entertain Men 
at College Inn 


The Ladies’ Auxiliary to the As- 
sociated Sheet Metal Employers of 
Chicago is giving an informal dinner 
party for the men of the Associated 
Sheet Metal Employers at the Col- 
lege Inn, 112 West Randolph Street, 
Chicago, Friday, May 11, 7 p. m. 

A charge of $7.00 per couple has 
been agreed upon to defray the ex- 
penses. Those desiring to make res- 
ervations should send a check for 
the amount indicated to Mrs. Harry 
J. Dettmers, 6085 Navarre Avenue, 
Chicago, not later than May 7. 


Linde Air Products 
To Build Plant at 
Allentown, Penn. 


Linde Air Products Co., 30 East 
Forty-second street, New York, has 
awarded the general contract for a 
l-story plant to be built at Allen- 
town, Pennsylvania, to F. H. Clem- 
ent & Co., Bethlehem, Pa. 


“Could you give a poor fellow a 
bite?” asked the dust-stained tramp. 

“IT don’t bite myself,” answered 
the lady of the house, “but I'll call 
the dog.”—The Christian Family. 
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Constructing Patterns’ for Branch Pipe Development 


of Two Kinds 


Work Requires Study of Special 
Requirements to Produce Accuracy 
By O. W. Korug, Principal St. Louis Technical Institute 


ECENTLY a mechanic was up 

to see me. He said he was tired 
of his class of work; it had no 
chance for advancement and no 
comfort or satisfaction. He ex- 
plained at great length how hard he 
worked and that he had been doing 
that work for 12 years, and his em- 
ployer had absolute confidence in 
him. It always made him feel big 
when his employer would shift him 
to some other job and put a new 
man on his job, but the new man 
couldn’t qualify and he had to go 
back to his old work. It always 
made him feel he could do some one 
thing better than other men—that is 
what kept him there so long. 

That is true of a lot of tradesmen. 
They are so good at their pet work 
that it soon becomes an economic 
necessity for the shop to keep them 
at it. It cost a shop money to break 
in a new man on every kind of 
work, and men who let themselves 
get broke in to a rut soon adjust 
themselves so they have to stay 
there. 

While in another city on business 
some time ago and while talking to 
the foreman of a certain shop, he 
remarked to me: “See that man 
over there? He is the best gutter 
snipe in the country.” The odds 
are against this man ever getting his 
hand on any other class of work. 
He is so good that his foreman even 
knows how to capitalize on his effi- 
ciency—to say nothing about the 
employer who ordinarily must man- 
age closely. 

This specialization to which men 
of today permit themselves to be 
placed is not good for the individ- 
ual. It is good for the management 
and for investment purposes, but 
not on the workers. Still most of 
them don’t know any better. It is 
much easier to follow the rut than 
blaze new trails in a dozen different 


directions. It is so easy to do your 
work mechanically, to day-dream 
where the mind wanders to all the 
would-be enjoyments, and it is so 
easy to never do any more than your 
immediate work calls for. 

To be an accomplished mechanic 
in all the different fields of your 
trade requires real honest work. It 
is as hard as when you work at the 
bench, and sometimes harder—but 
then it is satisfying. You have the 
comfort that you need fear abso- 
lutely nothing; that you can qualify 
to be a foreman, layerout, estimator 
or superintendent, etc. There is sat- 
isfaction in knowing that you can 
step from one line to another with 
perfect confidence, and then, too, 
your employer or foreman knows 
how to select the choicest work for 
you—work that is out of the ordi- 
nary and that cannot be done in a 
cut and dried fashion. 

There is also satisfaction in 
knowing the technical aspects of 
your work, the engineering features. 
Some men are so dried up that to 
mention engineering to them they 
begin to think you are talking to 
some far-away planet, when in 
reality your trade embraces several 
engineering lines in one. Every 
tradesman ought to know the prin- 
ciples that govern designing of the 
greater part of their trade; how to 
figure the strength of metals, of the 
flow of air, of water, of heat, etc. 
That is engineering. It is not so 
bad and far distant as many would 
suppose. 

For instance, most tradesmen 
make pipes, some to convey just 
plain air, others water, others 
smoke and others something else. 
The man without technical compre- 
hension will make his tees as at “A” 
of No. 23. Here the main pipe A 
has all the volume it can carry, and 
to insert a tee of the same size B 


merely doubles the volume of the 
flow to be carried by pipe C. Be- 
cause of the impractical design the 
air flow is choked in both pipes A 
and B and the flow is retarded to 
what the pipe C can handle. 

The velocity of the flow depends 
on the difference in weight of the 
atmosphere for smoke pipe work, 
which is a very feeble force. Then 
to try to hasten the flow of the two 
pipes causes increased friction in 
the pipe C. The stronger the veloc- 
ity the greater the friction it pro- 
duces and so retards itself. The 
lower the velocity, the less friction 
and also the smaller the volume 
taken care of. To increase the 
volume means that we must increase 
the area of pipe to accommodate the 
combined areas of A and B. 

Fitting as at “B” of No. 23 is as 
bad as “A,” because it is assumed 
that the pipe D is proportioned to 
accommodate all the flow to the 
right of E, while to enter the branch 
pipe E only chokes up the pipes and 
reduces the velocity as well as the 
volume. Here the pipe F is the 
same size as D, and the flow mate- 
rial from E must bend at 90 degree 
angle before it can start to flow in 
pipe F. This fitting has therefore 
all the disadvantages as the one at 
“A”? 

Fittings of this kind are rated ac- 
cording to their resistance to the 
flow of air. Thus a square turn as 
at “A” or “B” has a pressure loss 
of 1. velocity pressure. Where the 
pressure, or suction, in a U glass 
tube for a fair chimney would be 
Y, inch or .5 inch, the pressure loss 
would be: 

1. xX .5=—.5 inch of water pres- 
sure is required to thrust the air out 
of the branch pipes A or E. Where 
a fan or other source of power is 
used to move the flow, the power 
consumed by the fan will then be 
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required to make up for inefficient 
design. 

Thus, our branch “C,” where the 
tee enters at a 45 degree, we have 
some improvement in design, but 
still not enough to accommodate two 
volumes of air as G and H. Here 
the main pipe I cannot carry it, un- 
less a higher velocity is run in pipe 
I, which decreases in pipe G and H, 
because of the enlarged area. For 
example if a 45 degree branch car- 
ries a pressure loss of .22, and the 
pressure in inches of water is 1% 
inches, we have 1.5 * .22 —.33 
inches of water column will be the 
loss in velocity pressure because of 
this tee H. When a fan is hooked 
up to a poorly designed job, the 
friction and pressure loss is always 
there; the only thing most men 
don’t know it because they don’t 
have to pay for the power wasted, 
and the owners don’t know it either. 
But all power applied in an external 
way to overcome internal friction 
and resistance must be paid for and 
in most cases the owner does not 
know it. 

The greatest feature of pipe de- 
signing is to always equalize the 
area so the main pipe will take care 
of all the cross sectional area of all 
branches. Thus at “D” of No. 24, 
where the pipe J is 12 inches in 
diameter or contains 113.09 square 
inches. So that pipe K, which is 
also 12 inches in diameter, the two 
combined will have 226.18 square 
inches of area. This is equal to a 
17-inch main pipe shown by M. 
Observe here we use a reducer L 
between pipe J and K, which has 
the added advantage of giving the 
pipe M the full area of both 
branches. 

Such tapers or reducers should 
never be made less in length than 
11% times the diameter of pipe J in 
this case. To make them shorter 
adds to the friction to be overcome. 
This connection here at “D” is not 
ideal, because the right angle tee is 
a source of waste of power and effi- 
ciency. But owing to the equalized 
area, this tee will have a consider- 
ably higher efficiency than either 
“A” or “B” of No. 23. 


An improvement is to place the 
teé on an incline, as in diagram 
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“E,” where the tee P is placed in 
close to the large end of taper. 
This is the ideal connection and al- 
lows the air flow to merge before 
the flow from N has been expanded 
and reduced in velocity. It is al- 
ways good to maintain a uniform 
velocity in your pipes, and avoid in 
reducing in one place only to hasten 
it again in another point. Here the 
taper joint O is made equal to two 
diameters in length of diameter N. 
This allows a good length and does 
not cause congestion as is the case 
of short tapers with tees attached. 

Quite a number of shops prefer 
to place the tee on the straight pipe 
as at R. This is all right if not too 
far removed from pipe N, which 
would tend to change the velocity in 
the pipe. Most folks never think 
of the friction developed, but think 
of the easiest way to develop the 
patterns. It is true the pattern for 
R is much easier to develop than 
that at P; but the latter is more 
efficient. The pipe Q is able to ac- 
commodate the combined areas of 
N and P, which is a factor to ob- 
serve whenever possible. 

Development of Patterns for tees 
is quite similar to elbow work, in 
that we cut the pipe off on a curved 
line instead of a straight cut. At 
No. 25 we show how to develop 
two tees, one of equal diameter as 
the main pipe, and the other of a 
smaller diameter. Both are placed 
at right angles. 

In our case the circle S is the 
section for the main pipe. It can 
be made any size. Now to develop 
a tee of smaller diameter than the 
main pipes we pass a vertical line 
up from the center of section S, 
and at some convenient place de- 
scribe section T, to the size of 
branch pipe. Divide one-quarter of 
this in any number of equal parts, 
and drop lines into section S as 
1’-2’-3’-4’._ Observe each line 
lengthens from the center outward 
to conform to the convexity of sec- 
tion S. The length of each of these 
lines from the section S to the top 
base will be the exact length for the 
pattern. 

So the pattern can be stepped off 
by extending the base from point 1 
to the right as 4-4. On this line 
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step off the girth for tee; either 
figure the circumference and meas- 
ure distances or pick the spaces 
from section T, and step them off 
as shown. Next draw stretchout 
lines and then from each point as 
4’-3’-2’-1’ of section S, carry over 
lines into patern until they cover 
lines of similar number. Then 
sketch a free-hand curve through 
these points and you have the pat- 
tern as shown. A lap edge must be 
allowed extra. 

On jobs where numerous tees are 
required the opening is also layed 
out, mainly for a template to hold 
in position for marking. For this, 
observe the tee fits over the main 
pipe as 1’-2’-3’-4’, etc., which is 
the distance that must be cut out. 
So pick these spaces each separately 
and step them off on a line as 
\’-4’-1’, and draw horizontal lines 
each way. Next, with diviers pick 
the length of each sectional line 
from T, as the half diameter line 2, 
and set in pattern as 2’-2”. Then 
pick line 3 from T and set as 3’-3” ; 
continue in this way until all lines 
have been transferred and trace a 
uniform curved oval’ through these 
points and you have the pattern for 
opening finished. 

A straight tee of the same diam- 
eter as the main pipe is more simple 
in that only a quarter of the section 
S ‘need be divided in equal parts, 
while the stem U is to show the 
length of tee. To develop this pat- 
tern, draw the line 1-1, and on it 
mark off the circumference, and 
erect lines. Then from points 
1-2-3-4 of section S carry over 
horizontal lines which will establish 
points 1’-2’-3’-4’, etc. A_ line 
sketched through these points gives 
the pattern for tee. If a line will 
be drawn from 4’-4’ then the space 
enclosed as 4’-1’-4’ will be the half 
pattern for opening of this tee. 
Edges must be allowed for as- 
sembling purposes. 

When meeting with a tee on an 
incline, then a little more work is 
necessary, in that a side elevation is 
essential to arrive at the points of 
penetration. In this we also draw 
the end elevation first, describing 
section V to any size of pipe de- 
sired. From the center erect a 
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center line, and at some convenient 
place describe the half section W. 
This is made to suit the size of 
branch pipe, and the quarter view 
is divided into equal spaces, three in 
this case. Now drop lines from 
each of these points into the section 
V as in points 1’-2’-3’-4’. 

To develop the side elevation we 
draw the axis line 4-4” to 45 de- 
grees as in this case, although it can 
be drawn at any angle desired. 
Square out a line as 1-7 and repro- 
duce section W as section Y, and 
divide in six equal spaces. From 
each of these points in section Y 
project lines parallel to the center 
axis 4-4”, and then from each point 
as 1’-2’-3’-4’ of V of end view 
carry over horizontal lines until 
they intersect as in points 1”-2”-3”, 
etc. Sketch a free-hand uniform 
curve through these points, and the 
miter line between the tee and main 
pipe is established. 

Observe, it is the end elevation 
that gives different altitudes, which 
if carried over into side view marks 
the points of penetration. In de- 
veloping the pattern we extend line 
1-7 as 7-7 and on this line we mark 
off the girth or circumference from 
section Y. Then draw stretchout 
lines parallel to 4-4” of elevation 
and from each point in miter line 
project lines parallel to 7-7 of pat- 
tern. This will cut off stretchout 
lines to equal those of elevation as 
in points 7’-6’-5’-4’, etc. Trace a 
line through these points and we 
have the pattern finished. 

The opening, it will be observed, 
must have a girth equal to the 
spaces 1’-2’-3’-4’ doubled of end 
elevation, since this must be cut out, 
with the length of the side eleva- 
tion. So picking the girth and set- 
ting it as 4”’-4’ of pattern, and 
drawing horizontal lines. Then 
drop lines from each point in the 
miter line of side elevation as 
1”-2”-3”, etc., until they cross lines 
in stretchout for opening of similar 
number. This gives points 1”-2”- 
3”, etc., in pattern and enables 
tracing the outline for opening as 
shown. 

Patterns for reducers as at L of 
No. 24 can be developed the same 
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as any cone or funnel. Here the 
side lines are extended to an apex 
x, and then with dividers pick the 
radius X-a, and using any place as 
X’ as center strike arc a’-a”. Also 
pick radius x-b from elevation and 
strike arc b’-b”. Next measure the 
circumference along the arc a’-a” 
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tor a 17-inch pipe, and draw lines 
to the apex X’. This gives the pat- 
tern as shown. Edges for as- 
sembling must be allowed extra, 
since all developed work must be 
drawn to the geometrical line, and 
therefore all edges must be addi- 
tional. 


Cleveland Sheet Metal Contractors Prepare 
Elaborately for National Convention 


All Factors in Industry to Be Given Oppor- 
tunity for Voicing of Praise and Complaints 


HE convention program of the 

National Sheet Metal Contrac- 
tors’ Association is full of good 
things for all those who are planning 
to attend the convention at Cleve- 
land, Ohio, May 22 to 25, 1928. 
Look it over at your leisure and you 
will readily see that you cannot af- 
ford to remain away. Then too 
Cleveland is so centrally located that 
every one worth while in the sheet 
metal industry will be there. Ar- 
range to spend part of your vacation 
in attendance at this convention. 


Monday, May 21 

8:00 p. m.—Board of Directors 
of the National Association of Sheet 
Metal Contractors. 

8:00 p. m.—Meeting of Trade 
Development Committee. 

8:00 p. m.— Meeting of Board of 
Directors of Ohio Sheet Metal Con- 
tractors’ Association. 


Tuesday, May 22 

10:00 a. m.—Registration at Hotel 
Statler. 

Note: Ladies and visitors, as well 
as delegates, are invited to this first 
session. 

1:30 p. m.—Convention called to 
order by chairman of the Cleveland 
Committee. 

Singing—“Star - Spangled Ban- 
ner.” 

Address of Welcome by City 
Magager William R. Hopkins. 

Introduction of President of the 
National Sheet Metal Contractors’ 
Association, Paul L. Biersach. 

Response. 

Turn meeting over to National 
President. 


Introduction of President of 
Salesmen’s Auxiliary. 

Response. 

Report of Committee on National 
Groups Affiliation. 

Report will be received at this 
time and discussed at later session 
of this convention. 

Appointment of Committees: 
Resolutions, Credentials, Auditing, 
Nominating. 

Reports of Officers: National 
President, National Secretary, Na- 
tional Treasurer, National Council- 
lor of the Chamber of Commerce 
of the United States. 

Introduction of President of the 
Ohio Sheet Metal Contractors’ As- 
sociation. 

Appointment of State Commit- 
tees: Auditing, Nominating, Cre- 
dentials, Grievance, Resolutions. 


Wednesday, May 23 
Trade Development Session. 
9:30 a. m.—Convention called to 

order by the chairman. 

Talk by representative of the 
Sheet Steel Extension Committee. 

Report of the Chairman of the 
Trade Development Committee. 

“What Is Wrong with the Sheet 
Metal Business,” by Bennett Chap- 
pell. 

1:30 p. m.—Convention called to 
order. Estimating Session. 

Report of the Committee on 
Overhead Expense. 

Estimating: Each one is to be 
supplied with a set of plans and 
specifications on an average sized 
home and is to figure all the sheet 
metal work and the furnace work. 
A large plan will also be placed in 
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the convention assembly room. The 
job will be priced and discussion 
follow. This will be under direc- 
tion of William E. Feiten and D. A. 
Mannen. 

Thursday, May 24 

9:30 a. m.—Ohio State Session. 
President of the Ohio Sheet Metal 
Contractors’ Association presiding. 

Reports of Committees: Auditing, 
Nominating, Credentials, Grievance, 
Resolution. 

General discussion. 

Election of officers. 

1:30 p. m.—Furnaces. 

Talk by Harry Rhodes. 

Report of Warm Air Furnace 
Committee, by Guy A. Vorhees, 
Chairman. 

Discussion. 

Report of Committees: Creden- 
tials, Auditing, Nominating. 

Special Committee on National 
Groups Affiliation, Charles Louis, 
Chairman. 

Vocational Education Committee, 
Louis Luckhardt, Chairman. 

Labor Committee, W. F. Anger- 
meyer, Chairman. 

Election of officers. 

Friday, May 25 

9:30 a. m.—Adoption and Revi- 
sion of By-laws. 

Report of State and Local Asso- 
ciations. 

Code of Ethics Committee, H. J. 
Dettmers, Chairman. 

Trade Relations and Policy Com- 
mittee, W. C. Markle, Chairman. 

Unfinished business. 

New business. 

Report of Resolutions Committee. 

Selection of convention city. 

Note: Cleveland’s sheet metal 
shops and warehouses will hold open 
house to the visiting delegates and 
friends during the convention. 

Entertainment Features 
Tuesday Evening, May 22 
For Entire Convention. 

8:30 p. m.—lInformal party and 
get-together in Ballroom of Hotel 
Statler. Dancing, stunts, buffet 
lunch. 

Wednesday, May 23 

9:30 a. m.—Ladies will assemble 
for visit to Cleveland’s spacious and 
elaborate department stores. 

1:00 p. m.—Ladies will assemble 
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in Lattice Room of Hotel Statler 
for luncheon as guests of the con- 
vention. 

8:00 p. m.—Entire convention 
will occupy section at Keith’s Thea- 
ter for the evening show. 

Visit back stage after show, the 
dressing rooms, children’s rooms, 
recreation rooms. Informal dance 
for delegates on stage of Keith’s 
Theater. 

Thursday, May 24 

9:30 a. m.—Ladies will assemble 
for automobile tour of the suburbs 
of Cleveland. 

1:00 p. m.—Luncheon for the 
ladies at Country Club as guests of 
the convention. 

6:30 p. m.—Banquet for entire 
convention in Ball Room of Hotel 
Statler. 

Address by Hon. Newton D. 
Baker, Secretary of War, Wilson 
Administration. 

Dancing. 





Wisconsin Sheet Metal Men 
Meet in Rathskeller of 
Paul Biersach’s Home 

The Master Sheet Metal Contrac- 
tors’ Association of Wisconsin held 
their monthly meeting recently. The 
following members present : 

C. C. Tolg, L. F. Reinke, N. Or- 
ding, W. A. Belau, Alf. Goethel, 
Aug. Zindars, O. Geussenhainer, P. 
Biersach, Chas. Pansch, H. A. 
Gehrke, A. Schumann. 

A letter from the General Con- 
tractors’ Association of Milwaukee 
inclosing a copy of the general laws 
of the State of Minnesota calling at- 
tention to the preference given to the 
products of citizens and residents of 
Minnesota in the erection of build- 
ing in that state was read. The sec- 
retary was instructed to communi- 
cate with Mr. Eigel, manager of the 
Milwaukee chapter of Associated 
General Contractors of America, as 
to what action is expected. A gen- 
eral discussion of this matter fol- 
lowed and O. Geussenhainer cited 
an interesting case that came in his 
experience about dealings with out 
of state contractors. 

The resignations of P. M. Wolff, 
Racine, and Counsel & Williams, of 
Waukesha were accepted. 
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Wm. Rathsack & Sons Company 
sent in their resignation, but secre- 
tary was instructed to write them 
to reconsider their action. 

Louis Reinke brought up the sub- 
ject of the National Convention and 
suggested that Mr. Ferguson of the 
Milwaukee Association of Com- 
merce be given an opportunity to 
tell what a convention can do for the 
members and also make investiga- 
tions as to cost. It was suggested 
that P. Biersach get together with 
the Association of Commerce and 
go into the matter thoroughly, giv- 
ing them his past experience with 
conventions, costs, and benefits to 
be derived therefrom. Mr. Bier- 
sach also read some correspondence 
from the American Association of 
General Contractors in reference to 
the relations between the general 
and subcontractors, and stated that 
there would be another get together 
meeting in Chicago in a few weeks. 

Mr. Biersach also spoke about the 
wonderful work being accomplished 
at Mooseheart and the need for con- 
tributions, and that this matter will 
be taken up at the next convention 
for action. 

The following delegates were ap- 
pointed to attend the National con- 
vention: O. Geussenhainer, Chas. 
Pansch, Alf. Goethel, and C. C. 
Tolg. Alternates : H. Geussenhainer, 
N. Ording, Aug. Zindars, L. F. 
Reinke, and A. Schumann. Motion 
was made and carried to allow dele- 
gates $50.00 each for expenses. 

The meeting was held in the 
“Rathskeller” in P. Biersach’s home, 
and many pleasant recollections of 
former days by the older members 
were brought up and the meeting 
was adjourned with a spirit of good 
fellowship. 





Revised Edition of 
“Sheet Metal Duct 
Construction” Off Press 

The Sheet Metal Publication 
Company has completed the revi- 
sion of “Sheet Metal Duct Con- 
struction,” by Neubecker. This book 
was originally brought out in 1916 
and has had a wide circulation. 

It was designed originally to meet 
the demand for economy and effi- 
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ciency in production methods in 
sheet metal fabricating. The 1928 
edition of the book has not deviated 
from that purpose, but it has em- 
bodied and made available for quick 
reference information on modern 
practice in specialized fabrication. 

A glance at some of the chapter 
headings will be of value in show- 
ing the nature of the material con- 
tained in this book and its utility 
to the sheet metal contractor. A 
few of these chapter headings are 
selected at random from the table 
of contents: “Cutting Materials, 
Bending, Forming, Seaming, Groov- 
ing and Bracing,” “Hanging Ceiling 
Ducts—Supporting and Fastening 
Ducts,” “Construction of a Large 
Ventilator; Connecting Rectangu- 
lar Ducts,” “Taking Off Quantities 
of Material in Duct Work,” “Meth- 
ods of Laying Out and Construct- 
ing the Elbows.” 

This is the fourth revision of the 
book, which has been considerably 
enlarged since it made its original 
appearance, and it can be had from 
the book department of AMERICAN 
ARTISAN. Write for further details. 





Green Bay, Wisconsin, 
Sheet Metal Men Hold 
Get-Together Meeting 

The Green Bay Association of 


Sheet Metal Contractors, Green 
Bay, Wisconsin, met about 30 strong 
for a banquet at the Beaumont Ho- 
tel Thursday evening, April 26. 
They were the guests of the North- 
ern Corrugating Company and the 
Metal Service Company, both whole- 
salers of Green Bay. 

The speaker of the evening was 
George Harms, Peoria, Illinois, who 
gave the men much food for thought 
on the benefits to the trade of an 
active association. Describing the 
talk by Mr. Harms, F. W. Thorp, 
Bay City Sheet Metal Company, 
said: “He surely put his talk over 
in an enthusiastic manner sketching 
conditions in the early days of sheet 
metal work and bringing it down to 
its present state.” 

Albert Manders, building inspec- 
tor of Green Bay, brought to light 
the workings of the Green Bay 
Building Inspection Department. 

F. W. Thorp, President of the 
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organization, acted as toastmaster. 
Following the dinner, the meeting 
resolved itself into a round table dis- 
cussion which continued until well 
into the early hours of the morning. 

President Thorp feels that his as- 
sociation is deeply indebted to Mr. 
Harms and Mr. Manders for their 
part in making the meeting the suc- 
cess it was. 

That the meeting was anything 
but dull can well be realized by ref- 
erence to the menu. It began with 
an appetizer of acid swabs and 
stuffed, smoked pipes, then a cock- 
tail of salammoniac and rosin su- 
preme. The soup was tinners’ red 
au croutons. Then came a delicious- 
ly prepared roast of galvanized iron 
with muriatic acid, followed by bolts 
and nuts and rivets as a filler. For 
good measure a few assorted scraps 
with asbestos paste were thrown in, 
and a choice of roof cement, solder, 
or charcoal made up the desserts. 
The beverage consisted of zinc 
chloride. 

Complete Organization 
of Modern Home 
Bureau 

Final organization of a “Home 
Modernizing Bureau of the National 
Building Trades Industries,” with 
provisions for a central headquarters 
in Chicago functioning with a small 
executive staff and field organization 
and an initial budget of $100,000 for 
1928, was undertaken at a meeting 
held at the Blackstone Hotel, Chi- 
cago, recently. 

This announcement is the out- 
growth of the so-called National 
Home-Building Council, which was 
tentatively organized in Chicago, 
March 2. Thirty-one trade associa- 
tions and other interests represent- 
ing as many industries in or allied 
with the building field, sent delegates 
to that organization meeting. They 
endorsed the project for a perma- 
nent organization, adopted in prin- 
ciple a constitution and by-laws, and 
appointed an acting executive com- 
mittee. The April 11 meeting was 
called by this committee. 

Walter J. Kohler, president of 
Kohler Co. of Kohler, Wisconsin, is 
chairman of the acting executive 
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committee, and George E. Piper of 
Household Magazine, its secretary. 
Members of the acting committee 
believe that the project now is in a 
state of complete preparation for 
definite action, and contemplate that 
the new organization will be active 
within the next few weeks, adding 
impetus to the nation’s impulse to 
bring its old homes up to date and 
point out ways by which the various 
units in the building field may co- 
ordinate their sales activities with 
the movement. 








¥4gx14%4x1% Angle Iron Rings. 
From Home Furnace Company, 2116 

Fond du Lac Avenue, Milwaukee, 

Wisconsin. 

Where can we obtain angle iron 
rings 4x14x1\%4? 

Ans.—Chicago Metal Manufac- 
turing Company, 3724 South Rock- 
well Street, Chicago, Illinois. 
Address of Vendor Slate Company. 
From Uplands Hardware Company, 

Main and South University Streets, 

Peoria, illinois. 

Please advise address of Vendor 
Slate Company. 

Ans.—Easton, Pennsylvania. 

Metal Garages. 
From R. F. Thomas, Elkhorn, Wis- 
consin, 

Please advise me who manufac- 
tures metal garages. 

Ans.—Trachte Brothers, Madi- 
son, Wisconsin; Thomas and Arm- 
strong, London, Ohio; and Martin 
Steel Products Company, Mansfield, 
Ohio. 

Metal Boat Patterns. 


From Homer Sheet Metal & Plumbing 
Works, Homer, Louisiana. 
Where can I get patterns for 


sheet metal boats ? 
Ans.—H. F. Thompson Boat and 
Pattern Works, Decorah, Iowa. 
Pump for Portable Oil Burner 
Furnace. 


From Bloomington Radiator and 
Sheet Metal Works, 212 South Rogers 
street, Bloomington, Indiana. 

Please advise where we can ob- 


tain a pump suitable for portable oil 
burner furnace of an exceptionally 
large size. 

Ans.—Viking Pump Company, 
549 West Washington boulevard, 
Chicago, Illinois. 
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A little bird informed me _ the 
other day that Ed Stollenmeyer of 
the Forest City- Walworth Run 
Foundries Company, Cleveland, 
Ohio, will have reached the half cen- 
tury mark on May 17th. Here are 
my congratulations Ed. You are 
certainly very fortunate in that you 
live in Cleveland and not in Chicago. 
Here’s to an even greater share of 
happiness during your second half 


century. 
* * * 


Long-Time Credit 

The local church was making a 
drive for funds, and two colored 
sisters were bearing down hard on 
Uncle Rastus. 

“IT can't give nothin’,” exclaimed 
the old negro. “I owes nearly every- 
body in this here old town already.” 

“But,” said one of the collectors, 
“don’t you think you owe the Lord 
something too?” 

“T does, sister, indeed,” said the 
old man, “but*he ain’t pushing me 
like my other creditors is.” 

* * * 
Made Final Payment 

“My dear,” said the old man ten- 
derly, “today is our diamond wed- 
ding and I have a little surprise for 
you!” 

“Yes?” 
wife. 

He took her hand in his. “You 
see this engagement ring I gave you 
seventy-six years ago?” 

“Yes,” said the expectant old 
lady. 

“Well, I paid the final installment 
on it today, and I am proud to an- 
nounce that it is now altogether 
yours.” 


’ 


said the _ silver-haired 


*x* * * 


Must Have Been Scotch 
“T saw your husband in the crowd 
in town today. He was so close 
that I could have touched him.” 
“That’s strange. At home he is 
so close that nobody can touch 
him.” 


By Sidney Arno/o 
ome ety era me tees Me 
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Joe Notes ano Sketches 
Oa 


A Hopeless Case 

Bill Waters, Central Sheet Metal 
Co., Indianapolis: “It’s no use suing 
you. Here's a receipt for what you 
owe. We'll call it paid.” 

Deadbeat: “Fine.” 

Bill Waters: “Well, what are you 
waiting for?” 

Deadbeat: “Isn’t it er—er—cus- 
tomary to give a feller a cigar when 
he settles his account ?” 

oe 
Not for Him 

The minister married an elderly 
and rather dour Scot to a woman 
considerably younger than himself, 
and after the ceremony he remarked 
to the bridegroom : 

“Well, Jock, I suppose you'll be 
going for a honeymoon now?” 

“Honeymoon ?” echoed the other. 
“What’s that?” 

“Oh, you know!” laughed the 
clergyman. “A little trip some- 
where together before you settle 
down to married life.” 

The bridegroom shook his head 
morosely. 

“Na, na!” he said. “I dinna hold 
wi gallivantin’ aboot wi’ a strange 
wumman.” 

> So 
Real Economy. 

Salesman: A fur coat for the 
wife? Well, take my advice and 
don’t invest in something cheap. 
This coat at $800 means real econ- 
omy. 

Frank Mehrings (Meyer Fur- 
nace Co.): I should say! I’d have 
to economize for the rest of my 
life! 

ep “ie 
The Tell-Tale Eye 

A loan had been requested from 
a banker. After long delay, he 
agreed to grant the loan if the ap- 
plicant could tell which of his eyes 
was made of glass. “Your right 
eye is glass,” immediately answered 
the applicant. “How did you guess 
so quickly?” asked the banker. “In 
your right eye,” said the borrower, 
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“I thought I detected a faint gleam 
of sympathy.” 
* * 2 
Tis the Set of the Sails 
One ship drives east, another drives 
west, 
While the selfsame breezes blow; 
‘Tis the set of the sails and not the 
gales 
That bids them where to go. 
Like the winds of the sea are the 
way of the Fates, 
As we voyage-along through life; 
Tis the set of the Soul that decides 


the goal, 
And not the storm or the strife. 
_ *x * 


Dick Moncrief tells of a colored 
porter, at the Henry plant who ap- 
plied for a marriage license recent- 
ly. In the questioning it developed 
that his prospective bride was al- 
ready married, so the license was 
refused. Next day the negro re- 
turned to the clerk’s office. 

“Have you succeeded in getting a 
divorce for your sweetheart al- 
ready,” asked the clerk. 

“Oh, no suh,” replied the dusky, 
“TI jest got me anothah gal.” 

* * * 

“Your wife is very systematic 
isn’t she?” 

“Yes, very,” answered Ralph Poe, 
Illinois’ new secretary. “She works 
on the theory that you can find 
whatever you want when you don’t 
want it by looking where it wouldn't 
be if you did want it!” 

* * * 

“Children,” said the teacher, to 
drive home the lesson, which was 
on charity and kindness, “if I saw 
a man beating a donkey and stop- 
ped him from doing so, what virtue 
would I be showing?” 

“Brotherly love,” said Lew Den- 
ayer’s young son promptly. 

oo 

I received a card this week from 
R. S. “Tommy” Thompson, Mt. 
Vernon Furnace & Manufacturing 
Company. The card was post- 
marked Miami, Florida, indicating 
that Tommy was attending the 
Shrine convention. I can assure you 
that Tommy had a good time, for if 
there is anyone who knows how to 
do that it sure is Tommy Thompson. 
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The Warm Air Furnace 
Installer’s Opportunity— 


one concerned knows that the 

warm air heating industry is at 
the present time entering a period 
requiring the very closest of applica- 
tion to the solution of its problems if 
it is to expand to its proper limits. 


t know, and I know, and every- 


The manufacturers thought they 
had these problems pretty well 
whipped when they provided the funds 
for the research house and work, and 
for the advertising that has been car- 
ried on. But now they realize they 
were mistaken. They are pretty well 
unanimous in their conviction that the 
research work and later the advertis- 
ing was only the beginning. This was 
shown by their attitude at the recent 
convention of the National Warm Air 
Heating Association. 


There is within the ranks of the 
furnace installers executive ability, 
which if properly harnessed and en- 
couraged, could do a great deal 
toward assisting in the solution of the 
problems of the industry, especially in 
view of the fact that the problems with 
which the industry is now mostly con- 
cerned are right on the firing lines 
where the furnace installers are 
located. 


The manufacturers recognize this. 
And in order to give every furnace in- 
staller an opportunity to state his 
views on the difficulties encountered 
and to offer suggestions as to correc- 
tive measures, the National Warm 
Air Heating Association has estab- 
lished a Better Business Committee, 
with E. C. “Buck” Taylor, as Chair- 
man, whose function it will be to 
evolve ideas on how to make the work 
of the association more effective. 


This is the first direct opportunity 
that associate members of the associa- 
tion and outsiders have had of offering 
ideas or suggestions on how the work 
of the association can be improved or 
carried on to greater advantage. 


Here’s your chance, warm air fur- 
nace installers, to state your difficul- 
ties and to offer suggestions as to 
corrective measures. 


Don’t hesitate. Step right up with 
your suggestions. Don't be afraid of 
treading on anybody's toes. The 
members of this committee all have 
good understandings. They are after 
suggestions on how to improve the 
furnace business. 


Here now is your opportunity to do 
your share for the good of the indus- 
try. Don’t bother about formalities. 
Just jot down your suggestions or 
complaints, send them to American 
Artisan and we will see that the 
chairman of the Better Business 
Committee gets them and gives them 
proper consideration. 


Don’t hide your light under a bushel. 
Remember, the French and Ameri- 
can revolutions wére the result of the 
germination of ideas. Lindbergh’s 
flight to fame grew out of an idea. 
You want to reap the rewards of big- 
ger business. Then give the Better 
Business Committee the benefit of 
your thought. 


EDITOR 
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One Furnace Installer’s Ideas of a Way to Sell More 


Furnaces and Disarm Competition 


How to Help Yourself, the Public 
and the Furnace Industry in General 


Bs THE question asked by so 
many men engaged in the busi- 
ness of installing furnaces, “is it 
necessary to have an attractive store 
on the main street of town?” permit 
me to answer in this manner: The 
location and appearance of your 
place of business is important, be- 
cause the buying public feel more at 
ease and have less hesitancy about 


By Sam SORENSEN 


An instance having a direct bear- 
ing upon this factor of location was 
brought to my attention just the 
other day. A call came to us to fig- 
ure on some work located in a part 
of the city from which we ordi- 
narily do not get business; that is, 
it was out of our ordinary territory. 
Curious to know how we happened 
to be called in, I asked the customer 


have an important bearing not only 
on the amount of business to be had, 
but on the standing of the customers 
demanding your services, the impor- 
tance of which need not be argued. 

Telling Is Selling, No Jdle 

Statement 

The line of goods you handle, too, 
has no small amount to do with the 
The furnace you 

handle should 


success attained. 











walking into a 
neat, clean Ce ee : | be different 
shop or’ dis- MAINTAINING PROSPERITY | than that of 
play room In 1828 the school board of Lancaster, Ohio, was requested to grant || any other 
than an ill- permission for the use of the schoolroom for a debate on the practicability | dealer in your 
kept place. If of railroads. ‘The request was denied and the school board entered this | neighborhood. 
this were not statement in its record: “You are welcome to use the schoolroom to debate || Try to get one 
a fact, the all proper questions in, but such things as railroads are impossibilities and | different en- 
furniture, the rank infidelity. ._There is nothing in the word of God about them. If God tirely in con- 
radio, the had desired that his intelligent creatures should travel at the frightful speed || — struction, with 
a. lot of good 


automobile 
and the cloth- 
ing men would 
not be so par- 
ticular in the 
selection of tions ?” 
store location | 
and store ap- 
pearance. No 
one will deny 


In contrast. 











opened steel mill. 


of fifteen miles per hour by steam, He would have foretold it through His 
holy prophets. It is a device of Satan to lead immortal souls to Hell.” 

Mr. Schwab was showing Mr. Carnegie through a newly 
“What is the matter, Charlie,” said Mr. Carnegie, “you 
don’t seem to be satisfied? Does not the mill come up to your expecta- 
“Yes,” replied Mr: Schwab, “the economies made possible were 
somewhat larger than those anticipated, but I know that such progress has 
been made in the production of steel during the erection of this plant that 
I could now build one that would be much better.” 
negie authorized him to dismantle the new mill and build another. 


Whereupon Mr. Car- 


talking points 
to it, one that 
you can back 
up with more 
than just plain 
talk. Then be 
entirely sold 
yourself on 
the. line you 
handle. And 




















that each af 
these men 
spends considerable time and money 
on the latter of these two items. - 
How the Business Rolls in 
The firm for whom I work is on 
the main street in town, and my ex- 
perience in watching the trend of 
business in our case has led me to 
the following conclusions : that about 
50 per cent of the business we get 
comes into our store because of the 
prominent location we have. An- 
other 25 per cent comes through sat- 
isfied customer advertising, which 
costs us absolutely nothing. Per- 
sonal acquaintance brings us another 
15 per cent, and the remaining 10 
per cent we get through the phone 
book and miscellaneous sources, 


where he got hold of us. I was then 
informed that the customer had been 
out motoring, had stopped at an- 
other store to make a small pur- 
chase near our place of business, had 
been attracted by the appearance of 
our store front and kept us in mind. 
That was an instance of a direct 
shot to the credit of our store loca- 
tion and appearance. As the busi- 
ness we received amounted to con- 
siderable, we naturally felt quite 
elated, to say nothing of the pride 
we enjoyed in being thus picked. 
These instances could be multiplied 
by the hundreds. Therefore I have 
no hesitancy in saying that the loca- 
tion of the store and its appearance 


when I say 
sold I mean sold not only in spirit, 
but in body and soul as well. Talk 
your line to everybody you meet 
whether you are playing cards, play- 
ing golf, visiting friends. Talk 
warm air furnace, and if your 
friends throw you out the front door 
for doing it, come in the back door 
still talking good furnace work. 
Before you take on a line of 
goods, try to find out the weak 
points it has. Determine whether 
they will stand up and give good 
service to your customers. Don’t 
stake your name and reputation on 
duds, because they’ll play you dirt 
in the end. I have done this, and 
beyond this I have thoroughly sold 
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myself that the firm I work for han- 
dies the best furnace made in Amer- 
ica today, barring none. I feel that 
point for point it cannot be beat. 
That’s the way we should all feel 
about the goods we handle. That is 
the only true, definite way to suc- 
cess in business. 

Your display of the goods them- 
selves is also important. There 
should be a personal appeal in its 
arrangement. If you have not that 
you have nothing at all. My em- 
ployer has spent considerable money 
in the past six months in order to 
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a moment of his time to convince 
himself that he was wrong. He went 
down. 

Now you understand that there 
was a fire in the furnace at the time 
to heat the shop above, because it 
was quite cold out of doors. The 
first remark he made was, “Gee, that 
furnace sure don’t take up much 
floor space or head room at all, does 
it?” Then he felt the outside casing 
and remarked how cool it was. All 
I did was stand there and watch him 
sell himself, answering a few ques- 
tions now and then. Well, when he 




















Left—One of Sam’s Customers When He Approached Her to Sell a Warm Air 
Heating System. Right—Same Customer After the Job Was Installed. 


carry out our ideas on this subject. 

And another thing. We put a 
heating plant in the basement of our 
shop that does three things ; namely, 
it heats the place 100 per cent per- 
fect, it makes a neat appearance, and 
we use it for demonstrating pur- 
poses ; thus it is one of the best ad- 
vertisements we have. 

Now let me explain why I say 
these things. A case in point will 
illustrate, which occurred in our 
shop just a few days ago. A real 
estate dealer came in to see about a 
steel ceiling. (Before this you sim- 
ply could not talk warm air heat to 
this man.) So I took the oppor- 


tunity to invite him into the base- 
ment to look at a real furnace in- 
stallation. His remark was, “there 
is no such a thing.” I persisted by 
telling him that it would only take 


got through opening the fire door 
and feeling of the furnace he had an 
entirely different opinion of warm 
air furnaces. And the beauteous 
part of it all was that I delivered 
that man a furnace which he had 
sold himself at our price. 

Profit Lies Where They Sell 

Themselves 

Let’s take for instance the radio 
man or the automobile salesman or 
the real estate salesman. The radio 
man wants to get his set into your 
home, then you sell yourself. The 
automobile “guy” wants to get you 
irftto his machine for the same pur- 
pose. The real estate “bird” has ex- 
actly the same purpose in mind 
when he invites you into a building 
he has to sell. You sell yourself. 
Now, wouldn't it be harder for any 
of these men to sell you through a 
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catalog or by merely showing you a 
photo of what they are selling? 

[ say it absolutely would. You 
know that considerable of your busi 
ness comes in after cold weather sets 
in in the fall. Therefore when you 
have a furnace hooked up so that it 
can be used as a demonstrator, | 
think it is the best advertiser you 
can have. 

Your floor samples and window 
displays form a certain impression 
in the minds of your prospective 
customers if you have good displays 
and change them often enough to 
attract attention. 
point will illustrate. 
what queer ideas the buying public 
has of an article unless it is dis- 
played in the form in which it is to 
be used: A man dropped into our 
office one day and asked me if that 
was a new kind of a heater we had 
in the window. The furnace in the 
window at that time had no casing 
on it. Now this man said he was a 
structural engineer, and he thought 
it was a new kind of a furnace that 
did not require the sheet metal 


Another case in 
It also shows 


casing on it. So I explained to him 
that the casing was necessary to 
make the air circulate, and this ex- 
perience convinced me how neces- 
sary it is to have your goods dis 
played in their finished form, for the 
simple reason that 75 per cent of 
the people who buy furnaces cannot 
grasp what a furnace looks like unti! 
it is completely assembled. 

One of the big mistakes a lot of 
furnace dealers are making is that 
they do not have a good heating 
plant installed in their own places of 
business. This backs up the old 
statement which said, “did you ever 
see a shoemaker with good shoes?” 

Give Them the I Use It 
Myself Impression 

When I recall the shops I have 
visited and the old broken down fur- 
naces I have seen and the stores 
they were alleged to have heated, it 
gives me a big laugh. What im- 
pression does the public get where 
that condition exists? I mean th« 
folks who are willing and able to 
pay a fair price for good merchan 
dise and service. (And there are a 
lot of them.) If clothes make the 
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man, I say the appearance of your 
shop and equipment makes the tin- 
ner or the furnace man. 

If you are selling warm air heat- 
ing equipment, try to have your 
place of business heated the way you 
expect to heat the prospective cus- 
tomer’s home. Then use this as a 
talking point in your sales efforts. 

I actually believe that 75 per cent 
of the furnace installers themselves 
live in steam or hot water heated 
homes, instead of helping the busi- 
ness by demanding furnace heated 
homes. 

I say, brothers, live your business 
and watch it grow. One hour a day 
devoted to study and education in 
your heating game will keep the 
sheriff away in nine cases out of ten. 

Anticipate Sales Resistance 

and Prepare to Meet It 

Another important point often 
overlooked by furnace salesmen is 
that they do not try to anticipate the 
sales resistance they are almost sure 
to encounter. Then when it comes 
they are floored at the outset. The 
three most common remarks against 
furnace heating and which the fur- 
nace salesman hears are: 

1. They are dusty and dirty. 

2. They only heat the basement 
and that is the warmest part of the 
house. 

3. They take up too much room 
in the basement. 

All of these complaints can be 
easily overcome if you install a good 
tight furnace and install it properly, 
with cold air returns that circulate 
the air and if you line your casing. 
A common fault with some of our 
large dealers is that when they get 
a little busy and have a lot of new 
furnace work to do, they get care- 
less and try to rush things too much. 
They forget all about personal in- 
spection, which means that a great 
many things slip by unnoticed, but 
which prevent the job from being 
first-class in every respect. 

A few of these omissions that can 
he charged directly to carelessness 
where the installer is doing work for 
a contractor putting up 40 or 50 
buildings at a time are: cold air ends 
between joists left out, furnaces 
carelessly cemented so that it is not 


* dence 
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tight, joints in pipes and casing wide 
open, cold air shoes way up high on 
the casing, and smoke pipes not ce- 
mented in the chimney. 

Generally the person who pur- 
chases a building of this type has all 
his money sunk in the building so 
that he has to watch every dime to 
make both ends meet. When he 
finds out that the heating plant does 
not work right, he passes the buck 
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to somebody else by selling the 
building and then looks for another 
place to live. 

When you have been paid for the 
installation don’t let your interest in 
the job lag. Call back occasionally 
and see if the customer is satisfied, 
see if the job is working right, and 
if it is not, make it right, because 
the best foundation for a good busi- 
ness is the satisfied customer. 


Analysis of Owner’s Right to Redress If Furnace 
Fails to Heat 


Here’s Court's Attitude Toward 


Furnace Installer’s Contract 
EGAL Decision of Interest. the case would have to be retired. 
Domestic Engineering pub- But the court’s opinion contains a 


lished the following: 

The amount for damages, which 
should be awarded to the owner of 
a building when a furnace war- 
ranted to heat the building to a 
stated temperature fails to do so, 
was the important question consid- 
ered in the case of a furnace com- 
pany versus Greenwell, 297 S. W. 
Rep. 197, recently decided by the 
Court of Appeals in Missouri. 

A furnace company agreed to in- 
stall a furnace that would heat a 
building to an average temperature 
of 70 degrees Fahr., when the out- 
side temperature was 20 degrees be- 
low zero. The owner of the build- 
ing now claims that the furnace does 
not heat as warranted. The furnace 
company coniends that after start- 
ing the work the owner changed 
the plans by having the hot air pipe 
in the hall of the house changed and 
placed in the living room, and hav- 
ing another pipe not called for in 
the contract placed in another room 
of the house. But there was evi- 
dence that the changes in the plans 
were not made at the owner’s order, 
but because of the necessities of the 
case for the reason that the original 
plans were not practical. There wa; 
also evidence that the changes had 
no effect whatever on the heating of 
the house. 

The actual decision was that, be- 
cause of the failure to present evi- 
from which the correct 
measure of damages could be fixed, 


suggestive discussion of the lia- 
bilities of the parties. If the owner 
was not responsible for any mate- 
rial changes in the plans, the court 
wrote, he should not be denied re- 
dress, even if the installation was 
not exactly according to the con- 
tract. 

As to the damages, the court said 
that the general rule was that where 
a purchaser retained the article 
sold, and it was not wholly worth- 
less, the measure of damages was 
the difference between the actual 
value of the article at the time of 
the sale and what its value would 
have been had it been as warranted. 
Although the owner in this ‘case 
testified that the furnace was of no 
use to him, there was ample evi- 
dence that the furnace was of some 
value, the trouble being with the in- 
stallation and not the furnace. , 

The owner was entitled to the 
benefit of his contract. The cost of 
bringing the heating plant to the de- 
gree of efficiency contemplated is 
the damage the owner has suffered. 
It follows that if the furnace was 
incapable of being so installed as to 
meet the requirements of the con- 
tract, then the owner’s damage 
would be the cost of removal of the 
furnace and installation, plus the 
cost of a furnace and installation 
that would comply with the con- 
tract—National Warm Air Heat- 
ing and Ventilating Association 
Bulletin. 
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Delavan, Wisconsin, Espicopal Church Respecifies Warm 
Air After 40- Year Trial 


Committee Finds Warm Air Best Suited 
to the Needs of Church Heating 


, %3 Delavan, Wisconsin, there 
stands the old _ Episcopal 
church whose congregation is so 
thoroughly sold on warm air heat- 
ing that it could never be sold on 
any other type. For forty years 
this stone structure, which is some- 
what squatty and rambling in char- 
acter, has withstood the gales from 
without and within alike, and dur- 
ing that entire time it has been 
heated by warm air furnaces. This 
includes the Sunday school rooms, 
the guild halls, the kitchen and the 
auditorium, and the heating was 
done to the entire satisfaction of 
that congregation, which is quite a 
task, as in that section of Wisconsin 
the temperature goes down pretty 
low. 

But as congregations come and 
go, furnaces, too, must be replaced 
upon occasion and last fall the old 
furnaces looked as though they 
would be unable successfully to 
carry on their work for another 
season. A new installation was de- 
cided upon and warm air was again 
specified. Warm air heat was 
again specified because of the long 
record of satisfactory performance 
of the old system, and when the 
committee came to Fey and Fey 
Sheet Metal Company, Delavan, to 
talk the matter over they found that 
that progressive company had even 
more to sell them this time than 
before; they learned that warm air 
furnaces are now being installed ac- 
cording to the Standard Furnace 
Code method of accurate installa- 
tion. This, of course, angered the 
committee not at all. Competition 
did not enter, because the job was 
sold on quality service, as all of the 
jobs of this progressive company 
are and should be. 

The church is now heated with 
three 27-inch firepot Floral City 
heaters, with two warm air runs off 
each one and two and three cold air 





returns. It is not necessary for the 
church janitor to cut in all of the 
furnaces, two being sufficient to 
carry the load with ease except 
when the very severe weather 
comes on. At Delavan the winters 
are rather severe, too. 

The accompanying illustrations 
show one of the furnaces in the 
basement of the church and the in- 
terior main part of the church, giv- 


Episcopal Church at Delavan, Wisconsin, Showing New Warm Air Heating 





ing the reader a good idea of the 
immense volume of air that must be 
recirculated. One of the members 
of the Fey and Fey organization in- 
timated that the job is in from now 
on, and considering the high-class 
work that this progressive firm 
does, the church committee doubt- 
less have a furnace installation that 
will outlive them all. They are very 
proud of it, too. 


Installation Made by Fey & Fey Sheet Metal Company 
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Goods Are Not Sold 


O NE very interesting feature of 
the National Warm Air Heat- 
ing Association convention last week 
was the manufacturers’ meeting. At 
this meeting among others who 
spoke was F. J. Nichols, of the F. 
J. Nichols Company, Dayton, Ohio, 
who*had some material to give 
which was designed to make the 
manufacturers take a little stock of 
themselves and their antiquated 
methods. It is needless to say that 
if we all knew our businesses as well 
as F. J. Nichols knows his, there 
would be no competition. There 
wouldn’t be any hot water systems 
giving the dealers and manu factur- 
ers nightmares and the only steam 
jobs would be in the sky scrapers! 
Mr. Nichols’ talk in part follows: 
Goods Are Not Sold Until 
Dealers Sell Them 

Few of us now have this view 
point though we will all have to ac- 
cept~ it to succeed. The original 
order is not the sale that makes the 
profit. The repeat orders do it. 

Profit does not depend entirely on 
the volume of business. In the last 
income tax reports available, 100,- 
000 corporations showed net profits 
of $95 or less, while 200 had profits 
that exceeded $15,000,000. Those 
that are making the biggest profits 
are the ones that are constantly 
changing to meet changing condi- 
tions. 

Business Metheds Are 
4 Changing - 

Most ‘everyone believes that the 
way to make greater profits is to in- 
crease the volume of business. One 
firm that was doing a business of 
$350,000 dollars a year decided they 
could make more money by selling 
more, so they set out to increase this 


Excerpts from an address by F. J. 
Nichols, F. J. Nichols Company, Day- 
ton, Ohio, delivered at the convention 
of the National Warm Air Heating 
Association held in the Stevens Hotel, 
Chicago, April 24. 


volume. They had been working In- 
diana so they sent salesmen into 
Illinois, Michigan, Ohio, and other 
states. They increased advertising. 
And up went volume to $740,000. 
They were chuckling about this un- 
til they received the profit and loss 
statement. Profits had shrunk from 
12 per cent to 2.3 per cent on vol- 
ume. That meant a big loss in 
dollars. 

Before you increase your volume 
of business, it is necessary to know 
whether the additional volume will 
cost more to get than it is worth. 
There is a tendency today for sales 
expense to wipe out savings made by 
bigger production. 

One Out of Three Retailers 

Will Go Out of Business 
in Next Few Years 

A study of retail businesses in 
eleven key- ‘cities throughout the 
United States-shows that 28 per cent 
of retail stores averaged less than 
$45.00 a wéek total sales. It doesn’t 
pay to call on these people, yet it is 
done. Find out how much you make 
or lose on your dealers who bay in 
small quantities. The cost of selling 
and shipping to the small dealer is 
often so high there is no profit on 
his business. One firm restricted the 
territory in which it sells, cut out the 
unprofitable small orders, and in- 
creased its profits materially. - 

You Must Spend Money to 
Make Money, 

One can no longer sell his prod- 
uct avithout telling the world about 
it. Competition is no longer con- 
fined to manufacturers and retailers 
in the same field, The more serious 
“new” competition is that between 
trades and industries. New fur- 
naces are not $ld-because Mr. aver- 
age citizen must have a new car this 
year. 

And no longer is advertising done 
in black and white. This is an age 
of color. Even men’s underwear is 


Until Dealers SELL THEM— 
Profit Not Dependent on Volume 


Business Methods Changing—One Out of Three Retailers 
Will Go Out of Business in Next Three Years 


turning from white cotton suits to 
colored rayon and silk. The kitchen 
stove and sink are no longer white. 
And bath room fixtures may now be 
had in every hue of the rainbow. 
All of these changes have come 
about because the women have come 
to be purchasing agents, spending 92 
cents of every dollar spent. Yet the 
sheet metal shops are still mostly 
holes in the wall and the furnace is 
still plain, drab sheet metal. You 
won't get ahead as long as you hold 
out against the woman of the family. 
She knows what she wants and 


gets it. 
Fundamentals of Profitable 
Merchandising 
There are certain tested and 


proved things that are necessary for 
profits in a retail business : 

1. A good location. 

2. Proper style of goods. 

3. Rapid stock turn-over. 

4. Advertising that creates de- 
sire. 

5. Display that shows user proper 
installation. 

6. Prices that provide a profit. 

7. Good salesmanship. 

How many sheet metal shops are 
there that fall in with any one of 
these items let alone all of them? 

Slow Stock Turn Increases 
Carrying Cost 

In order to speed stock turn, ob- 
serve the following : 

1. Set inventory limits. 

2. Control stock purchase. 

3. Keep records by departments, 
or lines of merchandise. 

Slow stock turn is caused by: 

1. Lure of discounts. You can 
nearly always sell more to a dealer 
by giving him an extra discount. 
When he finds out that he is carry- 
ing too much over into the next year, 
or that he is not working his capital 
fast enough he buys only what he 
can sell. 

2. Non-salable goods. 
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Figures from a California Retail Business 
Dept. 4 Total 





Dept. 1 
ER PS ee $25,716 
Cost of Goods..... 16,615 
re 35.4% 
TUNE Sc ccesees 2.1 
Expenses ......... 6,934 
. errors 26.9% 
a ee $ 2,167 
8.4% 


Too many brands. 

Too many sizes. 

Shop worn articles. 
Inefficiency in store methods. 
Uninterested, untrained sales- 
people. 

8. Lack of proper records. 
Departmentizing Reveals the 
Gold Mines in Your 
Business 

The owner of this business had 
only the totals for the year available 
and consequently thought every de- 
partment must be working satisfac- 
torily until an accountant sold him 
on the idea of knowing his costs by 
departments. Then he learned 
where to tighten up and make more 
profits. If department No. 3 had 
made a profit as large as its loss, the 
profits of the business would have 
been $2,968. Quite an increase. The 
department that made the largest per 
cent of profit needs attention. There 
is enough stock on hand for the next 
four years and it is certain that the 
profit of this department won’t con- 
tinue. 


AS & 


Retail Salespeople 
Are the final link in the distribu- 
tion chain— 
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Dept.2 Dept. 3 

$4,161 $10,360 $392 $40,629 
2,680 7 882 234 27,411 

35.6% 23.9% 40.3% 32.5% 
2.4 3.8 0.2 2.1 
1,167 2,908 101 11,110 


28.0% 28.1% 25.8% 27.3% 








$ 314 $430 loss $57 $2,108 
7.5% 4.2% 14.5% 5.2% 

Are the most important link— 

They meet your customers— 

They sell your goods— 

They receive your money— 

They interpret your store— 

They work your system— 

They give your services— 

They determine, in the last analy- 
sis, the measure of your success— 

They are the weakest link in the 
chain of business— 

They need training and encour- 
agement— 

A survey in an Ohio town re- 
vealed that the stores were’ losihg 
over"$2,000,000 of business to Gan- 
ton, ‘Akron, and Cleveland) ‘iécause 
people would rather buy - in these 
places. The reasons were that the 
salespeople in the other places were 
more courteous, took more interest 
in their customers, and knew more 
about the things they were selling 
and could offer suggestions. 

It pays manufacturers to spend 
money to train retail salespeople in 
how to sell their products. 

Linoleum salesmen are sent to 
school and taught all there is to 
know about linoleum. Linoleum 
sales are increasing by leaps and 
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bounds in stores where they have 
had this training. 

Fewer, better salespeople, who 
are much better paid will sell more 
furnaces and at lower cost. 

The newly reorganized association 
can do much by research and train- 
ing to help the retail dealers sell 
more furnaces and install and serv- 
ice them in a manner that will make 
the users good boosters for the 
trade. 

Satisfied users are your best ad- 
vertisements. 





W. C. Katker Elected 
President Favorite Stove & 
Range Company 

W. C. Katker was elected presi- 
dent of the Favorite Stove & Range 
Company, Piqua, Ohio, at a special 
meeting called at the home office of 
the company Monday, April 30, by 
the stockholders. 

Mr. Katker entered the Favorite 
organization three years ago as fur- 
nace sales manager, leaving the 
Monitor Stove & Range Company 
of Cincinnati. In February, 1928, 
he was made vice-president of this 
progressive company. 


New Jersey Zinc 
Begins Construction 
on Palmerton Plant 

New Jersey Zinc Company, 160 
Front Street, New York, has started 
construction of its plant addition, 
near Palmerton, Pennsylvania, for 
production of metal slabs. 
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New Plant of May-Fiebeger Furnace Company, Newark, Ohio, Which Will Give the Company 75,000 Square Feet of Floor 
Space. Here’s Where Ath-A-Nor Furnaces Will Be Made in Near Future 
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Forced Air Heat Sells Itself in Larger Than Average 
Size Dwelling 


Unusual Guarantee Makes Cus- 
tomer Stop, Look and Listen 





HE outstanding success of the touch of the switch. Encouraged  tiful Indianapolis homes in which 

L. C. Thiele Company, Indian- __ by the company’s scientific estimate the Thiele Company has installed 
apolis, manufacturers and jobbers of his heating problems, the custom- forced air heating systems this sea- 
son are the three reproduced on 

oe | these pages. Homes of this caliber 


can choose from all the heating sys- 
tems ever invented. That they choose 
forced warm air is a tremendous tri- 
umph for the warm air furnace in- 
dustry and for the forced air fur- 


bi 
| ; : eS ae 
| 





nace fan. 

-The system owes its selection in 
these cases to the fact that the owner 
was convinced that it meets in a 
larger measure than other systems 
all the requirements of satisfactory 
home heating and ventilating, for it 
may as well be admitted that faults 
existed in-the gravity furnace sys- 
tem, where no Satisfactory effort 
was made to bring the warm air up 
Residence of L. Sagalowsky—21 registers. Two No. 600 Miles Automatic fur- to the part of the house where it 


nace fans, with thermostat regulation and coal fuel. Forced Air Heat was in demand. Certainly architects, 


and ventilation have given perfect satisfaction here, as in thou- : : 
sande ef ether Gan houess. interior decorators and house-own- 
ers themselves are quick to seize up- 


of steel and cast iron warm air fur- er’s enthusiasm is thoroughly ' on the chance of dispensing with the 
naces, in installing forced warm air _ aroused. bulky and disfiguring radiator of the 
heating systems is attracting na- Among the group of sixteen beau- _— steam and hot water system. 


tional attention. 

“The selling method of our firm 
is: ‘We will heat your home or we 
will not; if we do not, it does not 
cost you anything for our trying,” 
says R. H. Clements, sales manager 
of the firm’s installation office. “Na- 
turally, therefore, we are cautious 
about anything we promise. Since 
the entrance of forced air heating 
into the field, we have been able to 
tell 95 per cent of the people who 
came into our office that we will heat 
your house.” 

The Thiele Company has a dem- 
onstration forced air heating unit in- 
stalled in their salesroom. Here the 
client can see for himself how his 
warm air furnace, aided by the 


power of an automatic furnace fan Residence of Goethe Link—A Si .eakith house which is forced air keated, includ- 
system, will give him the flowing ing a social room in the basement. Coal is the fuel used. Thermostat 

heat regulation. All over the country forced air is giving Sat- 
warmth of a warm June breeze at a isfaction in Houses Like This. 
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Founded on the Warm Air 
Principle 
Forced air owes part of its suc- 
cess to the fact that it was founded 
on the warm air principle. In all 
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therefore, seems the answer to a 
possibility of which he has long been 
subconsciously aware. 

The automatic furnace fan, prop- 
erly applied, provides four complete 
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Residence of John Hook, Indianapolis—25 registers. Oil-O-Matic burner and 
No. 1000 Miles Automatic Furnace Fan heat all three floors. There are 
thousands and thousands of fine homes like those shown in this 
book—in every state in the country—all enjoying the 
benefits of forced air heat and ventilation. 


properly installed systems operating 
on that principle the air is drawn 
from the rooms, passed through a 
warming and humidifying device, 
and then returned to the rooms at 
the proper temperature and humidity 
to keep occupants both comfortable 
and healthy. 

Scientific investigations have 
shown that the air supply within a 
home should meet three require- 
ments : 

1. Proper temperature. 

2. Proper moisture to avoid un- 
wholesome dryness. 

3. Proper movement to avoid 
stagnancy. 

Cool Air in Summer a 
Popular Asset 

The fact that the forced air heat- 
ing system gives you cool air in 
summer as well as warm air in win- 
ter has helped it in taking hold of 
the popular imagination. Ever 
since man first obtained running hot 
and cold water at a turn of the fau- 
cet he has been captivated by the 
possibility of getting whatever tem- 
perature, light or power you might 
need through automatic mechanical 
means. The automatic furnace fan, 


changes of air per hour, warm air in 
winter and cool in summer. 

Further convincing arguments 
were that four complete circulations 
of air per hour which are affected 
by the forced air heating system are 
admirably helpful if minor assets 
of the system. After a party, when 
stale tobacco odors linger, the host- 
ess merely touches the button open- 
ing the furnace fan’s automatic 
louvers, and quickly the atmosphere 
is cleared of smoke and odor—as 
fresh as it was before the entertain- 
ment began. 


Indiana Sheet Metal 
and Warm Air Heating 
Men Already Planning for 1929 
The Sheet Metal and Warm Air 
Heating Contractors’ Association of 
Indiana announce the dates for their 
1929 state convention as January 
22, 23 and 24, 1929. These dates 
fal? on Tuesday, Wednesday and 
Thursday of the week immediately 
preceding the Hardware Convention. 
The 1928 convention was the most 
successful in a good many years for 
the Indiana Association, and most 
of the features which made it at- 
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tractive will be retained. The con- 
vention will again be held at the 
Denison Hotel, Indianapolis, unless 
something happens in the meantime 
to prevent. An exhibit will also be 
held in connection with the conven- 
tion and, if present plans mate- 
rialize, will be even bigger and more 
attractive than that of 1928. 

It was found that several of the 
exhibitors also like to exhibit at the 
Hardware Show and the arrange- 
ment of dates to immediately pre- 
cede the Hardware convention, 
which worked out very well last 
January, has been retained. It is 
found that these January dates find 
the members at a slack season so 
that they can take the time to attend 
the convention with a minimum loss 
to their business interests. 

The type of program will be sub- 
stantially the same as the last con- 
vention, with papers from nationally 
known authorities on subjects on 
which they are conversant, followed 
by a discussion of the subjects cov- 
ered. The range of subjects will be 
such as to interest both small and 
large contractors and will cover 
heating problems, sheet metal and 
ventilating. The convention com- 
mittee will be organized shortly, 
both in order that the convention can 
be carefully planned and in order 
that planning may be done at op- 
portune times to work as little hard- 
ship as possible on those who are 
donating their time to do this work 
for the organization. 


F. A. Ernst Appointed 
Assistant District Salesmanager 
Inland Steels’ St. Louis Office 

F, A. Ernst has been appointed 
assistant district sales manager of 
the Inland Steel Company’s St. 
Louis office, effective immediately. 

Mr. Ernst succeeds W. F. Brumm, 
who was advanced to the district 
sales managership of this Inland 
office last August. 

Mr. Ernst’s business career start- 
ed in 1914 with the Trumbull Steel 
Company. He has been associated 
with the sales departments of several 
steel companies since that time; 
most recently he was in the Chicago 
office of the American Rolling Mill 
Company. 
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Gas-Fired Furnaces Must Pass Two Tests in Los 
Angeles, California 


Pays High Respect to Information Given 
Industry by Professor A. C. Willard 


By J. A. Martin, President Gas-Fired Furnace Association of Southern California 


ENJOY the articles on furnace 

work which are printed in 
AMERICAN ARTISAN more than any 
other journal that I know of. They 
are above the average on furnace 
work and construction and are real- 
ly educational, because they are by 
men who have received their knowl- 
edge by practical experience. 

I am not condemning the technical 
end of our industry, as we have to 
have that along with the practical 
end, but most generally a man who 
is technical, I am sorry to say, does 
not have the practical end. 

I want at this time to pay the 
highest respect to Prof. A. C. Wil- 
lard of the University of Illinois 
and Mr. Connors of the American 
Gas Association laboratory. The 
writer has spent better than twenty- 
six years in heating and ventilating 
and believes that he knows some- 
thing about the heating and venti- 
lating business, and knows that 
these two men have contributed 
worlds of knowledge to our line, 
especially in the heating industry. 

Cast Iron Versus Steel 

But I am somewhat surprised at 
my good friend Ed. Jones, when he 
makes such a broad statement as he 
did when he said that “nothing but 
cast iron is stitable for gas fur- 
naces.” I do not believe that he 
realizes what can be done with sheet 
metal. Iam a great believer in cast 
iron or heavy steel for wood and 
coal furnaces, but good gas furnaces 
can be built of lighter sheet steel and 
have a high eificiency rating. I am 
not condemning or criticizing the 
cast iron furnace, it might be in the 
same relation as the steel, but from 
an economical standpoint the steel 
has proven, to the writer, to be 
the most economical, while theory 
teaches me that it takes longer for 
cast iron to heat up. 

A furnace that has actually passed 


the test of the American Gas Asso- 
ciation laboratory, and that has their 
approval, must be built somewhere 
near right. I have two such fur- 
naces, and they have not only passed 
the American Gas Association labor- 
atory test, but through the Ameri- 
can Gas Association they have 
passed the test of Los Angeles City, 
which in some respects is more rigid 
than the American Gas Association 
test. And these furnaces have not 
been built of any special brand of 
alloyed steels. Some manufacturers 
stress the use of Toncan or Armco 
iron, but I have built furnaces out 
of ordinary 30-gauge galvanized 
steel, upon which he did not hesi- 
tate to place his five years’ guaran- 
tee, with five years’ service, and 
these furnaces have outlived both. 
When a manufacturer decides to 
fight condensation he is working 
along the wrong lines. It cannot be 
done and have the furnace stand up, 
as has been proven in years past. 

I have in my showroom at the 
present time two furnaces built of 
25-gauge black iron. One has been 
in actual use for fourteen years and 
the other for twelve years and eight 
months. This is not a guess ; anyone 
interested can get the information 
for the asking. These furnaces do 
not have a blemish or a rotted ‘spot 
in them. They are as good today as 
the day they were put in. I have 
seen gas furnaces, built of a great 
deal heavier steel, rot out in less 
than three years. 

Some Mistaken Idea of 
Construction 

I am not condemning the heavier 
metals or any method of manufac- 
ture, but believe a great many are 
using energy and labor, having the 
wrong impression, and are getting 
nowhere. A good many manufac- 
turers believe that they can get 100 
per cent and more out of the gas, 


which is a wrong impression. They 
must have a small amount of heat, 
at least, used as energy to carry off 
the products of combustion. 

I personally cannot see any ad- 
vantage in cast iron for gas-fired 
furnaces. 

Mr. Jones is certainly right about 
the modern gas furnace filling a 
long needed convenience in the fur- 
nace line, because if a furnace is 
built right it is economical, clean and 
convenient, as well as satisfactory 
from the heating standpoint. It can 
be equipped with electric push but- 
ton controls, having an intermediate 
as well as a low turndown. They 
also can be equipped with thermo- 
static controls of every kind, the 
most elaborate of these having eight 
to ten-day clocks arranged so that 
the furnace will come on at any con- 
venient hour of the morning and the 
house is kept 70 degrees during the 
daytime, and then turns the furnace 
off in the evening, as the owner 
might desire. 

When the general public realizes 
what the Blue Star furnace means 
to them there will be very little re- 
sistance in the sale of gas furnaces 
having the Blue Star approval. I 
believe that the company which en- 
joys this approval will be so busy 
building furnaces that the small boy 
who chases bumble bees will be 
backed clear off the map. 

Some time ago the city of Los 
Angeles passed a gas furnace ordi- 
nance, a copy of which I am sending 
you for your information. This 
ordinance demands all gas-fired fur- 
naces that are installed within the 
incorporated city limits of Los An- 
geles after May 14, 1928, pass the 
approval of an approved laboratory. 
Out of several laboratories that 
made application for these tests, the . 
American Gas Association labora- 
tory seemed to be the only one with 
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the equipment necessary to test gas 
furnaces properly. This laboratory, 
being situated in Cleveland, Ohio, 
seemed that it would work a hard- 
ship on a great many concerns to 
ship their furnaces all the way back 
there to have them tested, but after 
due consideration this was decided 
upon, and at the present time all 
furnaces that are installed in the 
city of Los Angeles have to be sent 
to Cleveland, Ohio, to receive the 
approval for the Los Angeles test. 
only, or for both the city of Los An- 
geles and the American Gas Asso- 
ciation tests. Members of the gas- 
fired furnace association of Los An- 
geles, whom the writer has had the 
pleasure of serving as president for 
two years, got their heads together 
and employed an engineer to test 
their furnaces and get them in shape 
so they would pass both the require- 
ments of the American Gas Associa- 
tion, as well as the Los Angeles city 
test. We each sent a furnace back 
there and had it approved, and at the 
present time we have about twenty 
furnaces there going through these 
rigid tests for both the city of Los 
Angeles and the American Gas As- 
sociation approval. 

And I believe that the city of Los 
Angeles will have better gas-fired 
furnaces in the future than they ever 
have had in the past. The American 
Gas Association, after testing fur- 
naces for the city of Los Angeles, 
certifies them direct to the city of 
Los Angeles, so that there can be no 
hitch or mistake that these furnaces 
have passed these tests. 

Many in Use on West Coast 

There are more gas-fired furnaces 
manufactured, sold and installed on 
the Pacific coast than anywhere else 
in the United States, and I do not 
believe that there is one of these that 
is built of cast iron, except possibly 
that they have cast iron fronts, or 
cast iron doors. 

I do not want Mr. Jones to feel 
that I am condemning him in any 
way, but I would like to make it 
plain that steel can be used success- 
fully in building gas furnaces. 

The cities of Pasadena, Pomona, 
and a number of other municipali- 
ties have adopted the Los Angeles 
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City ordinance, and I understand 
Eugene, Oregon, has passed the 
same ordinance. Other municipali- 
ties are falling in line very fast, and 
the Pacific coast is going to be one 
of the greatest markets for gas-fired 
furnaces in the United States and 
they will have to be manufactured 
and installed under rigid inspection 
of the city. 

I certainly enjoyed reading the 
Chicago ordinance, and read a good 
many extracts from it to our own 
association members, and the boys 
were all certainly interested. They 
have made a wonderful stride for- 
ward and I believe the coal and 
wood furnace would be one of the 
hardest furnaces to write an ordi- 
nance about, as they do not have the 
fire so well controlled as the gas 
furnaces do. It is a job that I 
would hate to undertake, at least, 
and I have manufactured and sold 
wood and coal furnaces for years. 
I see they have some real teeth in 
their ordinance, and that is a won- 
derful thing, as that is about the 
only thing that insures the ordinance 
being upheld. 

Best regards to my good friend 
Ed. Jones, and all others, especially 
those interested in our mutual wel- 
fare. 


Zephyr System of 
Humidifying Air 
Now Available 

The exclusive distribution for the 
United States of the Model 1 
Zephyr washed air system has been 
secured by the Hart and Crouse 
Company, Utica, New York. The 
system is manufactured by the 
Zephyr Washed Air Company, Min- 
neapolis, Minnesota. 

A booklet has been issued descrip- 
tive of this system. The system it- 
self consists of a spray nozzel so 
arranged that it can be attached to 
the water main and placed inside of 
the cold air return of the heating 
system. 

This system offers a means of 
evaporating sufficient water to pro- 
vide a relative humidity of 40 per 
cent in the home throughout the sea- 
son. In addition to supplying the 
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humidity, the system also washes the 
air as it passes through the cold air 
duct. 

The system is available in seven 
sizes. Full details can be secured by 
writing the Hart and Crouse Com- 
pany, Utica, New York. 





Standard Code Com- 
puting Rule Will Save 
Time, Avoid Errors 
Of more than ordinary interest to 
warm air furnace installers at this 
time is the Standard Code Comput- 
ing rule produced by the Standard 
Code Computing Rule Company, P. 
O. Box 730, Baltimore, Maryland. 
This rule is designed for the pur- 
pose of simplifying the working of 
figuring a furnace job according to 





The Standard Code Rule 


code specifications and to eliminate 
the errors that are bound to creep in 
where a large amount of multiplying, 
adding and dividing is to be done on 
the job. 

The computing rule is of the 
handy pocket size, and is all inclu- 
sive. It is a rule that can be used 
by every warm air furnace installer 
to a good advantage. It will save 
his time and avoid costly errors in 
figuring. 

Anchor Ventilating 
and Sheet Metal Works, 
Chicago, Incorporates 

Anchor Ventilating & Sheet Metal 
Works, 11 South LaSalle Street, 
Chicago, has been incorporated with 
$10,000 capital to manufacture and 
deal in sheet metal works of all 
kinds by M. M. Skome, E. M. Her- 
man and H. J. Sitron. 
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Using Correct Methods Soon Puts Furnace Installer in 


Carload Class 


Effort Must Be Made to Gain 
and Retain Customers’ Good Will 


AM pleased to read the article by 

R. C. Read in which he states 
that his firm, the Banner-Mahoning 
Furnace Company, is making fine 
installations in an effort to earn and 
retain their customers’ good-will. 

This method of doing business is 
sure to eliminate cheap competition, 
for when a customer is satisfied 
with his first job and the service 
given him, it is only natural to sup- 
pose that he will specify the same 
make of furnace for his new home 
when he builds again. 

And in the meantime he will be 
telling his friends what a fine fur- 
nace he has, and when in the mar- 
ket these friends are sure to want 
one ,just like it. 

Mr. Read’s article shows that not 
all the large volume dealers are do- 
ing poor furnace work at low 
prices; in fact, I am of the opinion 
that in order for a firm to continue 
doing’ a large volume of business it 
must do good work at fair prices. 

“To practice what we preach,” as 
Mr. Read says, is also a fine thing, 
for after reading an article in which 
a dealer states that he is doing a 
large volume of business at good 
prices, and then discover such was 
not the case, would only cause the 
reader to lose confidence in the 
writer of the article. 


Adopt a Show-Me Attitude 

Also it would not be good busi- 
ness for a manufacturer to tell the 
dealer that price had little or noth- 
ing to do with the loss of a sale, 
when the dealer finds that the 
manufacturer in his retail work op- 
erates on a large volume and low 
price basis, finding it necessary to 
take advantage of low costs to un- 


derbid his small dealer competitors. . 


Mr. Read could say to any of 
the dealers that complained about 
“cut price competition”: “Come 
over to Youngstown and we will 
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take you around and show you how 
we are able to land contracts with 
higher prices than our competitors 
are quoting.” 

From his article it would appear 
that Mr. Read is not like a factory 
representative that once explained 
to me their method of figuring re- 
tail work. 

He listed the cost price of all 
material required; that is, what a 
small dealer would have to pay, 
then he added the labor cost. To 
this total of labor and material cost 
he added 10 per cent which, he 
stated, was for profit. 

I asked him about overhead, and 
he said the difference in what was 
listed as cost and the actual cost 
after deducting quantity discounts 
took care of the overhead expense. 

He said his firm installed over 
300 furnaces the previous year and 
both he and the firm made plenty 
of money, expecting to double their 
business within a year after. 


Salesmanship Important 

On every job a small local dealer 
in competition with this firm, if he 
figured as many advise him to, 
would have been adding 25 per cent 
for overhead to the same cost of 
labor and material, and then the 10 
per cent for profit. 

I do not say that it is impossible 
for the small dealer to do that, but 
I do say that as he is giving his cus- 
tomer no more value, but asking 
more money, there can be no ques- 
tion of his ability as a salesman. 


For this reason I cannot agree 
with Mr. Read that lack of sales- 
manship loses the sale for the aver- 
age dealer. I do agree, however, 
that poor work or poor service on 
previous jobs would have a lot to 
do with losing other contracts. 

Many retail furnace salesmen 
seem to think that they are getting 


better prices than their competitor, 
when such is not the case. 
Salesmanship is very important, 
but for a salesman to feel that he 
is the largest factor in the sale of a 
job, when his concern has estab- 
lished a reputation for good work, 
employ first-class mechanics, han- 
dle a well known, high grade prod- 
uct, employing an outside superin- 
tendent to see that all jobs are prop- 
erly installed, is not exactly right. 


Speaking of salesmanship, when 
a small dealer with a higher price 
is able to overcome this kind of 
competition he is*a real salesman, 
don’t you think ? 

I feel that all that would be nec- 
essary for a salesman to do, repre- 
senting a concern as_ described 
above, would be to know how to 
plan the job, then give a plain state- 
ment of facts regarding the policy 
of his concern and its method of 
doing business, and he would get 
his share of orders, providing he 
was a worker. 

It certainly would not be neces- 
sary for him to say anything against 
his small dealer cor petitor in try- 
ing to put over a sale. 

Brown, the heater, says in his ar- 
ticle: “Why worry about the other 
fellow’s prices? Know what your 
cost is and then add your profit.” 
Also, “I’m of the opinion that many 
jobs are lost because the man figur- 
ing them wasn’t careful enough. 
Either he figures too much labor 
somewhere, or perhaps too much 
profit.” 


Careful Buying Absolutely 
Essential 

In other words, his price was too 
high, and often this is due entirely 
to what he has to pay for his mate- 
rial. 

In my previous article I did not 
intend to lead anyone to believe that 
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it was necessary to have the lowest 
price in order to secure a job. 

I do feel, however, that careful 
buying is very necessary and that 
with a price based on less carload 
quantities a dealer does not have as 
good a chance to secure the contract 
as he would have if he was paying 
less for his furnaces. 

Take, for instance, a furnace that 
a small dealer pays $100 for, plus 
$10 freight, or $110 delivered, can 
be bought for $73 delivered in larg- 
er quantities. 

Now bear in mind that the dif- 
ference in cost is not due to a differ- 
ence in quality. If it was, then it 
would be up to the dealer to explain 
to a prospective customer why his 
furnace costs more. 

Perhaps it would help the small 
dealer if he could, particularly at 
this time of the year, figure his fur- 
nace cost on a carload basis, then 
work hard to dispose of at least that 
quantity. 

By adapting the sales policy of 
Sam Sorenson, as explained in your 
April 7th issue, it might not be long 
until he became a carload dealer. 

Perhaps some other manufactur- 
er of furnaces will write an article 
on this subject and include his ad- 
vice to small dealers with regard 
to purchases of furnaces, registers, 
pipe and fittings, also what he 
would advise his small dealer to do 
about cheap competition. 





Counting the Cost— 
Manufacturers Fumbling 
in Dark on Costs 

The extent to which mystery still 
cloaks the costs of production, even 
in this day of industrial enlighten- 
ment, is revealed in a bulletin issued 
by the Department of Manufacture 
of the Chamber of Commerce of the 
United States. 

Taking the small tool industry as 
an illustration, the Department 
charted the range of manufacturing 
costs for one tool and for twelve dif- 
ferent articles. In the case of the 
twelve items there was a variation 
between the highest and lowest cost 
of more than 100 per cent. The dis- 
crepancy was as great in the case of 
the single tool. 
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“Without any question whatever,” 
the Department concludes, “manu- 
facturing costs could not conceivably 
vary as much as the figures reported. 
Evidently the manufacturers were 
not figuring their costs by uniform 
methods.” 

In other words, many manufac- 
turers are obviously fumbling in the 
dark in the matter of costs, hoping 
from day to day that when the 
year’s balance sheet is drawn the 
final figure will be black and not red. 
“Executives,” says the Department 
of Manufacture, “are rapidly com- 
ing to the conclusion that they have 


as much to gain and nothing to lose- 


through the study by their account- 
ants of the peculiar problems of cost 
accounting procedure presented by 
their industries.” 


Richardson & Boynton Co. 
Issues Latest Catalog 
on Pipe and Pipeless Furnaces 

The Richardson & Boynton Com- 
pany, New York City, has recently 
issued two new booklets descriptive 
of their “Perfect” and “Superior” 
pipe and pipeless warm air furnaces. 

In addition to showing all of the 
latest improvements on these fur- 
naces the company also includes a 
great deal of valuable information 
relative to the installation of fur- 
naces and the application of the new 
furnace rating formula of the Na- 
tional Warm Air Heating Associa- 
tion. The books also include infor- 
mation on automatic humidification, 
and automatic furnace fans for 
warm air heaters come in for con- 
siderable consideration. Prices are 
also quoted. 

If you have not already received 
a copy of these latest booklets, it 
will pay you to write for them im- 
mediately. 


Holding a 
Funeral for 
Your Regrets 

Mistakes we make have a habit of 
trying to collect damages twice— 
first in the loss or inconvenience 
caused by their having been made; 
and second, by filling our mind with 
regret. 

It is sufficient that we pay for our 
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mistakes once; we are not bound to 
pay for them through regrets un- 
less we foolishly let them dominate 
us. A mind filled with regret is a 
mind keyed to the repetition of old 
mistakes and the commission of 
new ones—burdened with dead 
timber, it cannot tackle new timber 
with a well-edged axe. 

No profit can be found in regrets 
—there is no “saving grace” in 
them. The regrets of today pave 
the way for new regrets tomorrow, 
until we are so busy regretting that 
we have neither the time nor the in- 
clination to progress. 

Regrets are a sign that we take 
ourselves too seriously; the truth is 
that, even in spite of the mistakes 
we regret, the sun still rises, and 
the stars come out. Life continues; 
it is only ourselves, weighted down 
by regrets, that lag behind. 

Have a little funeral if need be, 
a sort of job-lot affair, and, with 
due ceremony benefitting of the im- 
portance they give themselves, bury 
your regrets, place a tomb-stone 
over them, and turn your back upon 
the cemetery. 
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Texas Sheet Metal Contractors’ Asso- 
ciation, Houston, Texas, May 7 and 8, 
1928. Secretary, Harry L. Stanyer, 2422 
Alamo Street, Dallas. 

Arkansas Retail Hardware Associa- 
tion, Little Rock, May 15 and 16, 1928. 
L. P. Biggs, secretary, 815-16 Southern 
Trust Building, Little Rock. 


National Association of Manufactur- 
ers of Heating and Cooking Appliances, 
Hotel Statler, Detroit, Michigan, May 
16 and 17, 1928. Secretary Allen W. 
Williams, 174 East Long Street, 
Columbus, Ohio. 

National Association of Sheet Metal 
Contractors of the United States, the 
Ohio Sheet Metal Contractors’ Asso- 


ciation, joint convention, Hotel Statler, 


Cleveland, Ohio, May 22, 23, 24 and 
25,1928. J. M. Saunders, 215 Plymouth 
Building, Cleveland, Ohio, convention 
chairman. 


Pennsylvania Sheet Metal Contrac- 
tors’ Association and Distributors’ and 
Salesmen’s Auxiliary, June 19, 20 and 
21, 1928, Hotel Lawrence, Erie, Penn- 
sylvania. Secretary, W. F. Anger- 
myer, 7253 Frankstown avenue, Pitts- 
burgh, Pa. 
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Both Steel Production and Sales Experience Letdown 


Pig Iron Market is Steady — Nonferrous 
Metal Market Needs Support of New Buying 


INISHED steel provides fur- 

ther evidence this week that it 
has embarked upon the traditional 
second quarter letdown. Conserva- 
tive ideas of consumers in regard to 
fresh buying now govern their speci- 
fying as well, and production is be- 
coming sensitive to both develop- 
ments. 

Chicago producers hold to their 
95 per cent ingot rate, but Pitts- 
burgh finds it difficult to maintain 
an 80 per cent rate and the national 
steelmaking average is now scarcely 
80 per cent, or 5 points below the 
high of a month ago. 

Automotive consumption of steel, 
while more checkered, continues sub- 
stantially at the April rate in the ag- 
gregate and it may be late May be- 
fore this major support will fail the 
steel industry. Railroad car buying 
is a shade brisker and rolling of 
track material entails practically 
capacity operations. Put the other 
two leading outlets for finished steel 
are a liability. 

Only with difficulty does building 
demand for steel cling to the sea- 
sonal average, despite heavy inquiry, 
and oil country demand for line pipe 
and tanks is light. 


Pig Iron 

The valley basic pig iron market, 
Pittsburgh, is slightly clarified be- 
cause the recent sale of 3,000 to 
5,000 tons to one concern for Alli- 
ance, Ohio, developed the fact at 
least one valley furnace quoted 
$16.50, valley. Other makers have 
since adopted that figure; stating, 
however, they will not quote less. 
One producer offered a lower valley 
equivalent when it quoted $17, de- 
livered, Alliance, on a frieght rate of 
$1.01. 

No inquiries are current at pres- 
ent. Bessemer iron still is selling in 
single carloads at $17.50, though 
large tonnages undoubtedly could be 
placed at lower figures. Small lots 
of foundry and malleable iron still 
bring $17.25. No large inquiries 


are pending. It is understood a pipe 
plant has closed on at least 10,000 
tons of ‘iron from a western Penn- 
sylvania furnace. 

The average price of bessemer 
iron in April was $17.50, the same 
as in March, according to one con- 
cern. Basic iron was sold at an av- 
erage price of $16.70 in April, 


against $17 in March. 


April sales of pig iron at Chicago 
exceeded the March volume by a 
slight margin. Shipments were only 
slightly behind the high rate of 
March. Active spot buying contin- 
ues and is unusually heavy for the 
early part of the quarter. 

The bulk of sales is for nearby 
delivery, but additional orders have 
been placed for shipment in June 
and July. Five of the nine mer- 
chant stacks of the district are oper- 
ating, but it is probable that one of 
the Federal merchant furnaces at 
South Chicago will be blown out in 
a short time. Stocks are well bal- 
anced. 


The base price of $18.50, Chicago 
furnace, continues to hold for near- 
by and future sales. Sales of boat 
iron thus far are considerably be- 
hind last year. 


Copper 

Some copper sold for May ship- 
ment at 14.25 cents, Connecticut, 
and 14.37% cents, Midwest. Shad- 
ing has disappeared with slightly im- 
proved demand. This buying was 
largely of a fill-in nature. Pressure 
continues for shipment on old or- 
ders. Export buying, mostly for 
early shipment, continues active at 
the unchanged price of 14.50 cents 
c.i.f., European ports. 


Tin 

Domestic deliveries of tin in April 
were 7,010 tons, nearly as large as 
deliveries in March and several hun- 
dred tons larger than the monthly 
average for the last year. Stocks and 
“landing” totaled 1,973 tons, or 105 
smaller than at the end of March. 


Banca shipments were high at 1,619 
tons, while Chinese continued light. 
Straits tin shipments were under last 
year’s monthly average. The world 
visible supply was cut 585 tons dur- 
ing the month to 15,001 tons. 

Business was active about a week 
ago and then the market became 
quiet, with a resultant sag in prices. 
Consumption here and in Europe is 
unusually large, but output also con- 
tinues heavy so that while buying 
usually causes strength, the market 
fails to hold just as soon as buying 
support lags. 
Lead 

Routine buying of lead is being 
done and producers’ prices appear 
firm. Some shading has been done 
on small outside lots but this de- 
velopment was of little importance 
as it did not stop sales at full prices. 
Zinc 

Prime western zinc sold only 
lightly the past week and with little 
change in prices. Steadiness was 
based on fairly good shipments of 
metal and the firmness of the ore 
market. However, the market the 
past few days was not quite so 
strong as a week ago. High grade 
metal is moving well with prices un- 
changed. 


Solder 

Chicago warehouse prices on 
solder are as follows: Warranted 
50-50, $33.00; Commercial 45-55, 
$30.00; plumbers’, $27.00; all per 
100 pounds. 
Old Metals 

Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $15.75 to $16.25; 
ald iron axles, $21.50 to $22.00; 
steel springs, $16.25 to $16.75; No. 
1 wrought iron, $11.50 to $12.00; 
No. f cast, $12.75 to $13.25, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows per 
pound: Light copper, 9 cents; zinc, 
3% cents; cast aluminum, 13% 
cents. 
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Aen of Wheeling Hand-Dipped 
Conductor will enable you to 
judge why the trade, generally, accepts 
it as the most satisfactory and the most 
economical conductor made. 

Note that the metal base is com- 
pletely imbedded in a thick, impene- 
trable protective coating of pure zinc. 
Note also that the seams, edges and 
surfaces are thoroughly and uniformly 
covered—the result of hand-dipping 
after forming. 

Exposed to the air, the zinc first pro- 
tects itself by a natural surface oxidiza- 
tion. This ceases abruptly after closing 
the pores of the zinc and a lasting 
barrier to the elements is the result. 

Made of Ohio Metal, hand-dipped 
in pure molten zinc, this conductor is 
stronger, more rigid and doubly dur- 
able. Let us send you a sample for 
close-up inspection. 


Wheeling 


HAND DIPPED CONDUCTOR 


AMERICAN ARTISAN 


Wheeling Corrugating Company, Wheeling, W. Va. 


NEW YORK PHILADELPHIA CHICAGO 
ST. LOUIS RICHMOND CHATTANOOGA 


KANSAS CITY 
MINNEAPOLIS 
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Gay yor sow it in AMERICAN ARTISAN—Thank you! 
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Chicago Warehouse Metal and Furnace Supply Prices 


AMERICAN ARTISAN is the only publication containing Western 
Metal, Furnace Supply and Hardware prices corrected weekly 





METALS 





PIG IRON 
Chicago Fdy., 






Be. 8 cscoceccccsece 
Southern Fay. No. 2 
Lake Superior Charcoa 


Malleable .....ee++eee0. 
FIRST QUALITY BRIGHT 
N PLATES 
1C pouss 112 chests... .098 10 
Ix Biv cscececoers 29 60 
Ixx 20x38 = ener 16 20 
EEK BOCES... cccccccccss 17 66 
IxXxxx 50x38. oc ceceseneet - 18 965 


TERNE PLATES 


Per Box 
2 , 40-1b. 112 sheets $26 00 
20x28, 37 76 
20x28, 
20x28, 


0- 
20x28, 16-Ib. 112 sheets 


“ARMCO” INGOT IRON PLATES 


No. 8 ga. up to and including 
% in.—10@0 Ibs. ........+-$4 


COKE PLATES 


Cokes, 80 Ibs., base, 20x28. os 60 
Cokes, 90 Ibs., base, 20x28. 13 80 
Cokes, 100 Ibs., base, 20x28. 14 00 
Cokes, 107 Ibs., base, 

OBES ccccwccccesecesce «. 14 80 
Cokes, 136 Ibs., spas = 

OES . occcccececcs --. 16 40 


me ANNEALED SHEETS 
Base 10 ga......per 100 lbs, $3 60 
ea renoe” 10 ga..per100lbs. 4 00 


ONE PASS COLD ROLLED 
BLACK 


18-20.......per 100 Iba $3 76 
» 22...6+-+-+-per 100 | 0 
24<...+++-+-per 100 
6 per 100 | 


eee eww 
~~ 
oO 





“ARMCO” GALVANIZED 
“Armco” 24....per 100 Ibs. $6 15 


GALVANIZED 
Me. 86.ccn «+++-per 100 Ibs. $4 80 
No. 18......++.+-per 100 Ibs. 4 45 
No. 20.........-per 100 Ibs. 4 60 
No. 22........--per 100 Ibs. 4 66 
No. 24..........per 100 Iba. 4 80 
No. 26.....++..-per 100 Ibs. 6 06 
No, 27......+++-per 100 lbs. 6 16 
WO, Beocsccscse -Per 100 Ibs. 5 80 
WOO. Deccccconcs per 100 Ibs. 6 70 
BAR SOLDER 
Warranted 
GOGO ccccces per 100 Ibs. $33 00 
Commercial 
GOES cccccce per 100 Ibs. 30 00 
Plumbers ...per 100 Ibs. 27 00 
ZINC 
Be GRORD ccccccccccve cocce es 8S & 
SHEET ZINC 
Cash Lots (eee Ibs.) $12 00 
SONS. BOND dig étccdwessnenes 13 00 
BRASS 
Sects, Chicago base..... --.17T%e 
Mill base... c 
Tubing, brazed base c 
re, c 
Rods, base c 
Shoots, ¢ Chicago base...... : 
Tubing, seamless base 
Wire, No. 9% 
Wire, No. 
Wire, No. 





LEAD 
American Pig .....s+.+++:+ --87 00 
BOP cccccedsce ccccesceccoce 8 OO 


TIN 
ceveces per 100 lbs. $59 00 
evccees per 100 Ibs. 60 00 


HARDWARE, SHEET 
METAL SUPPLIES, 
WARM AIR FURNACE 
FITTINGS AND ACCES. 
SORIES. 


ASBESTOS 
Paper A . E736. ccs 6c per Ib. 
Roll boa +6 
Mill Rong 3/32 to” 
Corrugated Paper (250 
sq. ft. to roll)....$6 00 per rell 
BRUSHES 
Furnace Pipe Cleaning 
Bristle, with handle, each $0 75 
Flue Cleaning 
Steel only, 
BURRS 
Copper Burrs only ......40-2%% 
CEMENT, FURNACE 
American Seal, .5-lb. cans, net $ 46 
American Seal, 10-lb. cans, net 86 


American Seal, 25-lb. cans, net 2 25 
PECTS ce cccectess per 100 Ibs. 7 60 


« CHIMNEY TOPS 


Price Doz. 
BBE. o> cccces 00 


1 
ccocce Al 50 


Each .....- 
Per doz. 


with tail 


Damper 
No-Rivet Steel, 
Caveats a $9 60 


pi per gross 
— tect, © 

ieces, per ° 

Tail pieces, Ser > gress ecsce 2 40 


COPPERS—Soldering 
Pointed Roofing 
-++-per lp. 40c 





3 lb. and heavier. 
SH TR ccces {is 
8c 
" eoce 5c 
3 Biiteceatheboisy arcs per Ib. 60c 
CORNICE BRAKES 
Chicago Steel Bending 
BUGS. 2 OO GIB. ccc cccccccccs Net 
CUT-OFFS 
Gal., plain, round or cor. rd. 
26 BCAUBS 2. cceccccccccccces - 80% 


Pe cceUasoWY vee cces cee 35% 


DAMP 
“Yankee’ Hot Air 
7 inch, each 20c, doz......$1 60 








8 inch, each 25c, doz... 20 
9 inch, each 30c, doz...... 2 60 
10 inch, each 32c, doz...... 2 80 
Smoke Pipe 
FT BGR,  SOBcccccccse cocscesen @& 
8 inch, doz. + 2 30 
9 inch, doz. - 3 00 
10 inch, doz. ee - 8 765 
12 inch, dog.......+.. coccce @ 
ADAMS No. 1 CHECK 
Check and Collar Complete 
8 inch, each.........e++06. 2 00 
9 inch, each........ ncooces BOO 
End Check Only 
BOUREM, GROR. cc ccccccccces - 1 60 
9 inch, each..........00% +.» 1 86 
8 inch, @ach.......sseccees 60 
PT ree 65 
No. 2 CHECK 
BO ORG, OBOReccccasccesscce 1 00 
9 inch, each....... ane vee 1 00 
10% Disc. on Adams No. 1 
and No. 2 Check 
ond Smoke Pipe 
FT EMER, GOB. ccdcccccovcccss $ 2 00 
i  Evcacedescace ccoo Oe 
© BG, BeBe cc cccccsveecese 4 80 
10 inch, doz..... nenes .- 6 00 


Adams’ Sheet Metal 

7 inch, GOS. .csesee 648652 $160 
8 inch, dOZ........0see00+. 3 20 
9 inch, doz..... esccsoscess 8 CO 
10 inch, GOS. ....ccceses eoee 3 80 
12 imch, GOZ......6eesseeee- 8 60 
26 GOR, GRR. oc cad ccccescese 5 00 


EAVES TROUGH 
Galv. Crimpedge, crated 75 & 5% 


Zinc, “Barnes” ........0++++-60% 
ELBOWS 
Conductor Pipe 
Galv. plain or corrugated, 
round eat Crimp. 
28 Gauge ...... Sedeeesnes 60% 
BE GRD cccdsdoceccicese 45% 
B64 GOERS ccccescsccecececs 15% 
Galv. & Terne Steel 
Feats Rd. and Rd. Corr.: 
GOs ‘woes dccccccoose «++ 60%, 
86 Ge. covdccccccccccccéces BG 
De Ge. cecatoabedenccsss den 15% 
Square Corrugated 
No. 28 Gauge ..........+: 50% 
BE GOGO cocccccccccccccce 35% 


Portico Elbows 


Standard Gauge Conductor Pipe, 
plain or corrugated. 


Not nested ...........70&65% 

Nested Solid oeeeee 705% 
Sq. Corr., A. & B. & Octagon 

BB GO. ccccsccccccccccees ecb 

BB GO. covccccecs ere TTT --385% 
Portico 

1%, 19%, 196%. ccccccvvee 45% 
Copper 

16 oz., all designs.......... 50% 
Zinc— 

All styles .....-.-+- euseace 60% 


ELBOWS—Stove Pipe 
1-piece Corrugated. Uniform Blue 


“Milcor’ No. 28 Gauge. Doz. 
G-Imeh .ncccccvese bFdevebeis $1 05 
CoiMCH wcccccccccccccsecescs - 1 20 
TGR wccdoe descsdexeececee 3H 

Special Corrugated 
Seine codcreccdocecsecoctcvoegs OO 
T-inch ..ccocves eoscccoce cocoe 3 OO 
Adjustable—Uniform Blue 
“Milcor” No. 28 Gauge. Uniform 

Blue. 

§-inch o cob emecgawcense cs G2 6S 
C-imCh occ ccccccccccese acces» Fe 
T-inch .cccccces Po a le 


WOOD FACES—50% off list. 


FENCE 


726-6-12% % (100 rods).... 
1948-6-14% % (100 rods).... 


$28 68 
43 62 


FILES AND RASPS 
Heller’s (American) ......50-10% 


American .........-+0++-- 60-10% 
APCREO onccccccscccccceses «+ -50% 
Black Diamond te ge Se 
Wage 0 bode bes cscceccsccscie OOS 
Great Western ........- 2002 50% 
Kearney & Foot .......+.++++ 50% 
McClellan ..+--+eee+5 sesvecs SO® 
Nicholson ....+eeeeee0% eee ee 50% 
BimesGs .ccaccocececsese e 60% 


FIRE POTS 
Geo. W. Diener Mfg. Co. Ba. 
No. 02 Gasoline Torch, 1 
Gh. satetaee SsesscccceeeS 6 88 
No. 02650, a gy e, or 
Gasoline Torch, 1 — 6 &e 
No. 10 re urn. 
Square tank, 1 ay eeee 11 26 
No. 16 Tinner’s 


Furn. 
Round tank, 1 gal...... 10 70 
ate, a Ges Soldering Fur- 


ewcccecccscccecee § OO 
No. yer Automatic Gas 
Soldering Furnace -- 10 60 


Quick Meal Stove Co. 


Vesuvius, F. O. B. St. Louis 30% 


(Extra Disct. for large 
quantities. ) 


GALVANIZED WARE 


Pails (Galv. after mdde), 
WeQE.. cccpecsccocesescecesGS CD 


Tubs (Galv. after made). 
me Boece cocceccocccoce 6 


No. 2 6 60 


Pee eee eee eee ee eee) 


GLASS 


Single Senate, A. 52-in. 
BERSMONS ca cccccccceccccoce 871% 


single ane A, all ouner. 
brackets 9-5% 
Double Strength, A, all dey 89% 


HANGERS 
Conductor Pipe 
Milcor Perfection Wire..... 25e, 
Mileor Triplex Wire....... 10% 
Eaves Trough 


Milcor Steel (galv. after 
forming) List ....plus 12%% 


Milcor Selfiock BEB. T. Wire, 
BOGS ik 0 0eben0 ccegenss plus 60% 


Conductor 
“Direct Drive” Wrought 
Iron for wood or brick..15% 
HUMIDIFIER 


“Front-Rank,” Automatic 


In single lots.......+..+...50% 
In lots of 10 or more... .50-5% 
In lots of 25 or more...50-10% 
Vapor pans, etc., each...... 50% 
Stove Cover 
Coppered ........per gro. $6 00 
Alaska ....eeees per gro. 4 765 
MALLETS 
Tinners 
Hickory ....++-- per doz. $2 26 
MITRES 
Galvanized steel mitres, 
$8 Ga. ccccee gheecovascecesss 70 
SE Ge. cen ccccccces eaccess 60-20 
NAILS 
Gut Glesd ccccccccsccesesses $4 35 
Ct BHM adecccccccsescess -» 435 
Wire 
Common ........++- coceoe 8 9D 
Cement Coated ....... ccee OH 


(Continued on Page 36) 





May 5, 1928 AMERICAN ARTISAN 


NATIONAL 


ASSOCIATION OF SHEET METAL 
CONTRACTORS of the UNITED STATES 


Convention 


JOINTLY with the OHIO SHEET METAL 
CONTRACTORS’ ASSOCIATION ~ . 


at 


Cleveland, Ohio, May 22, 23,24 &25 
Hotel Statler 


THIS year conventions are ‘‘clicking’’— they mean more because 
more work is being accomplished and the delegates are more 
interested. 


Business problems this year demand greater interest and work— 
every sheet metal contractor and warm air furnace installer is eager 
for information. 


That’s why AMERICAN ARTISAN is on the job 
more than ever with its convention reports 


The May 26th Issue of AMERICAN ARTISAN 











published immediately following the convention will contain the most complete and 
earliest report of this National Convention, enabling thousands of interested sheet 
metal contractors who are unable to attend to know what transpired at the meetings. 
(See program published elsewhere in this issue.) 


Manufacturers of Sheet Metal,., Sheet Metal Products, Warm Air Furnaces and 
Accessories should reserve advertising space in the May 26th issue of AMERICAN 
ARTISAN Now. 





Attend this Important Convention 





Say you saw it in AMERICAN ARTISAN—Thank you! 
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Aeolus-Dickinson Co. 
Agricola Furnace Co. 
Akrat Ventilators, Inc......... 
American Brass Co. 
American Foundry & Furnace, 

Co. 


American Furnace Co. ........ 
Armco Distributors Assn. of 
BEAGTOOR .« ¢n:cebs oe sddne dé<s 


American Steel & Wire Co... 
American Wood Register Co.. 
Arex Co. 
Armstrong Furnace Co. 
Auer Register Co... ab 
Automatic Humidifier Co.... 


Banner Mahoning Furnace 
Barnes Metal Products Co.... 
Beh & Co. 
Berger Bros. Co. 
Berger Co., L. D. 
Bertsch & Co. 
Brillion Furnace Co. 
Buckeye Products Co. 
Burgess Soldering Furnace Co. 
Burton Co., W. J. 


Cc 


Calkins & Pearce 
Chicago Solder Co. 
Cleveland Castings Pattern 
Chicago Metal Mfg. Co........ 
Connors Paint Co., 
Copper & Brass Research As- 

sociation 


Dieckmann Co., Ferdinand... . 
Diener Mfg. Co., Geo. W 
Dreis & Krump Mfg. 


E 


Eaglesfield Ventilator Co 


Fanner Mfg. Co. 
Floral City Heater Co. 
Fox Furnace Co. 
Forest City-Walworth 

Fdy. Co. 
Fort Shelby Hotel 


Run 


G 
Gerock Bros. Mfg. Co.......... 
Graff Furnace Co. 
Green Fdy. & Furnace Wks.. 


H 

Hall-Neal Furnace Co. 

Harrington & King Perf. 
Hart & Cooley Co. 
Haswell, John C. 
Henry Furnace & Foundry Co. 
Hero Furnace Co. 
pK Pes eT 
Hessler Co., H. E. 
Homer Furnace Co. 
Hyro Mfg. Co. 


Independent Register & Mfg. 
T° #46 cb Sheemkiewe ee ne ens Sie 


Kernchen Co. 
Kirk-Latty Co. 
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AMERICAN ARTISAN 


ADVERTISERS’ INDEX 


The dash (—) indicates that the advertisement runs 
on a regular schedule but dees not appear in this issue. 


J 
Lamneck & Co., W. E. ......++ = 
Lamson & Sessions Co., The.. 
Langenberg Mfg. Co.......... 
La Salle Machine Works 
Lennox Furnace Co. .......... = 
Linde Air Products Co. 
Lupton’s Sons Co., David.... 


M 


Marshalltown Mfg. 
May-Fiebeger Co. 
Merchant & Evans Co. ery 
Meyer & Bro. Co., F. ........- 8 
Meyer Furnace Co., 
Milwaukee Corr. 

Moncrief Furnace Co. he 2 
Mt. Vernon Furn. & Mfg. Co.. — 
Mueller Furnace Co., L. 


N 
New Jersey Zinc Sales Co., 
Front 


OR sisdeceses = 


.Back Cover 


The 
Cover 


Osborn Co., The J. M. & L. A. — 
Oxweld Acetylene Co. ........ — 


P 
Parker, Kalon Corp 
Peck, H. E. ~ 
Peck, Stow & Wilcox ......... -- 
Polk & Co., R. L. 
Prest-O-Lite Co., 


Q 


Meal Stove Co. : 
Pattern Co. .... in ae a 


R 
Richardson & Boynton Co.... 
Robinson Co., A. H. 
Rybolt Heater Co. 
Ryerson & Sons. 


s 


Security Stove & Mfg. Co... 
Sheet Steel Trade Ex. Comm.. 
Standard Code Computing Rule 
i. th bd bee ktitan 04s 04009 0.40 
Standard Furn. & Supply Co.. 
Standard Venti'ator Co........ 39 
St. Louis Tech. Inst. 
Stover Mfg. & Engine Co..... 
MewrtevOst Ge. wes ccivces —- 
Success Heater Mfg. Co. 


T 
Taylor Co., N. & G..... ‘ 
Technical Products Co......... 
Teela Sheet Metal Co. ........ = 
The Thatcher Co. ......5+....% —_— 
Tuttle & Bailey Mfg. Co...... 


Quick 
Quincy 


Inc., J 


XXth Century Htg. & Vent. Co. — 
U 

United States Register Co. -— 

Unishear Co., Inc. ..........45. -- 


Utica Division, Richardson & 
Boynton Co. 


Vv 
Vedder Pattern Works ww cies Se 
Viking Shear Co. ......... — 
Ww 
Warm Air Furnace Fan Co.. — 
Waterloo Register Co.......... a 
Waterman-Waterbury Co. a 
Western Steel Products Co.... 3 
Wheeling Corr. Co. ........... 33 
Whitney Mfg. Co., W. A. ..... = 
Whitney Metal Tool Co... — 


Wiliiamson Heater Co. 
Wise Furnace Co. ............ 4 
Wonder Gas Appliance Co. 
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Markets—Continued from Page 34 


NETTING, POULTRY 
Galvanized before weav- 


Galvanized after weaving. socio 
PASTE 


Asbestos Dry Paste: 
200-lb. Barrel seectesesseae 9 


100-1b. TrTTTT Tt 
35-Ib. D uwtesesdeneses 890 
10-Ib. Si csededépocaumaie SO 
5-1 Gah 0 oc cane ewe 60 
2%-Ib. cartons ........ " 35 
POKERS, FURNACE 
Bae wccoscccccccccceseces sQe U6 
POKERS, STOVE 
Nickel Plated, coil handles, 
POP GOS. vecscdccccccpere 10 
W'r’t Steel, str’t or bent, 
SP GOR de de étocccsnsces $0 76 
PIPE 
Conductor 
Cor. Rd., Plain Rd., or Sq. 
Galvanized 
Crated and nested (all 
GAUGES) ... 2.020 eee T5-2%RH 
Crated and not 
(all gauges) ..........70-15% 


Furnace Pipe 
Destte Wall Pipe and 


ctings ectopcosescoccccotO® 
Single all Pipe, Round 
Galvanized Pi og ee 
Galvanized and n 
CRD cccacvcecccccccscce MO 
Lead 
Per 100 Tee. cocccccccicss $12 60 
Stove Pipe 
“Mileor’” “Titelock’’ Uniform Blue 
Stove 
28 gau 6 tineh U. C. 
nest Coccccocevccecce 36 GO 
28 ga é inch bead 
nest eretscececoes 8: 
28" gauge, “7 ‘inch U. C. 
nest . costsbzocces £0'OO 
- gau 6 inch U. C 
oa” est soposetsccssccace © OD 
gauge, n 
wented.. caeesecnere -10 00 
10. saure, “7 Inch v. c 
weossdecasgsee -- 12 00 


T-Joint Made up 
6-inch, 28 ga.. 
All Zine 
No. 11, all styles............ 60% 
PULLEYS 
Furnace Tackle. <a doz. ee gs 


( ouaunel ted) 


doz. 


--per doz. $ 4 60 


Furnace | Screw 


cccccccssoeccce cee 76 


PUTTY 
Commercial Putty, 
Kit 


BD nceenceves 


100-Ib. 


QUADRANTS 
Malleable Iron Damper.... 


REDUCERS—Oval Stove Pipe 


m4 1 4 plea 
-gauge, oz. in 
BR vec cecsecccesscseocge OO 


--10% 


—— 


REGISTERS AND BORDERS 
Baseboard, Floor and Wall. 


Cast FFOM ..ccccsccece es 
Steel and Semi-Steel.. . 
board, 1 piece........ Patt fd 
= eee 2 29 peepee % 
Wal ane ee  fOG 
Najustabic’ Cetling ‘Ventliators o% 


ee ee eee ee ee eee eee) 









Register Faces—Cast and Steel 


Japanned, Bronzed and 
Plated, a to 14x14.......40% 


Large Register Faces—Cast, 
1éxi4 to 33x42... 00% 
ree Register ee 
14x14 to 38x42............-68% 

Ventilating Register 





RIDGE ROLL 


Galv., Plain Ridge Roll, 
1 woo czens COSC 
Galv., Plain ‘Riage Rol 
. 76-10%, 


crated % 
Globe Finials for "Riage Roll..50° 


SCREWS 
Sheet Metal 
7. %x%. per gross.... 
No. 10, %x3/16, per gross 
No. 14, ex. per gross.. 


+++ -8@ 62 


SHEARS, TINNERS’ 
& MACHINISTS’ 


CERRO écccdavocedévbabocsene & 


Lennox Throatiess 
No. 18 oo cces cee 
Shear blades one 10% 
(ft. o. b. Marshalltown, Iowa) 


eee ewww eeee 


eeeeeree 


SHIELDS, REGISTER 


No. 1 “Gem” floor.....$12 00 dos. 
No. 2 “Gem” wall..... 6 00 des 
SHOES 


Galv. 28 Gauge, Plain or cor- 
rugated round flat crimp...60% 


26 gauge round flat crimp... .45% 
24 gauge round flat crimp....18% 


SNIPS, TINNERS 
Clover Leaf . «202-40 & 10° 


National ............+-40 & 10% 
BERR  ccccceccvcccuscccecctssc eee 
EY cceves ecodesscccacceqcscamae 
SQUARES 
Steel and Irom ..............Net 
(Add for bluing $3 per dez. net) 
BBMFO. occ cess eideoeécoocepeecouet 
CEP -wece cre give ccevcé coon ewes ect 
Try and Bevel.............+..Net 
Try and Mitre......... «ee++-Net 
Fox's .......+++++.-per doz, $6 06 


Winterbottom’s «+0e-1O% 


STOPPERS, FLUE 


seeeee per dos. $1 16 
1 1e 
1 oe 


Common ... 
Gem, No. 1........per dos. 
Gem, flat, No. $....per doz. 


VENTILATORS 


Standard -2+-30 te 40% 


Piain annealed wire, Ne. 8 
per 1 1 Sebocccocecsdee 
Galvanized barb wire, per 
TOO WE. vevincccvepeccees BS 
painted, 
og. %.... i 
Cattle Wi moe y catch 
weight spool, per 106 Ibs.. 8 
Galvanized Hog Wire, 80 rod 
spool, per spool 
Galvanised Plain Wire, No. 


Wire Cloth—black 
12-mesh, per 100 


eee eeeeee 


9, per 100 Ibe............. 8 88 
Stove Pipe, per stone...... 1 18 
WRINGERS 
Ne. 190, Guarantee ...cach $8 16 
No, 176, Bicycle ......each 4 76 
No. 67@, Domestic ....each 4 35 
No. 110, Brighton ....each 38 76 
No. 750, Guarantee ...each 6§& 1¢ 
No. 746, Bifeycle .....0eaeh 4 T@ 
No. 23, Pioneer. .....each 8 40 
No. 3, Superb -+--@aeh 3 65 
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HM oy 2 ES 


All Sizes and Shapes of Holes in all Kinds and Thicknesses of Metal. 
Punched Metal Grilles, Register Faces, Ventilators, etc. 
Guard Material for Machines and Belts. We supply a complete line of Accessories 


Screens for Grain, Minerals or anything to be screened. 
Perforated Tin and Brass always in stock 


TRE ARRINGTON G KING PERFORATING @ 


5649 FILLMORE STREET, CHICAGO, ILLINOIS, U. S. A. 
New York Office: 114 Liberty Street 























pn&S>, pnoSre 
The W. J. BURTON CO. SCRERS Rains 
Detroit, Michigan oe eal 
Forty-Four Years Life Insurance 
Serving the for Sheet Steel 


Sheet Metal Contractor Insure longer life for the sheet 
with steel you purchase! 


Demand protection against cor- 


SHEET METAL PRODUCTS rosion and rust. 
FOR BUILDINGS Pe 



















Inland Copper Alloy Steel. 




















ROOF GUTTER SUPPORTS 


| Sheets to this specification last 
This illustration shows, unassembled, one of the many styles of | three to five times longer. 


eaves trough hangers made by us which may be adjusted every 
eighth of an inch for drainage in the gutter. These hangers are 
widely used 
throughout the 
United States. 
Write for cata. | cw 
log No 27 

which also il- | 


watrates andl! | INLAND STEEL COMPANY 


They are durable! 



































pe gy a | 38 SOUTH DEARBORN STREET 
CHICAGO 
Free Samples 
Sieg” P"°-| B Shests Rivets Billets Bars Plates Shapes 
ee | Rails Track Accessories 
L. D. BERGER COMPANY a 
57 N. 2nd St., Philadelphia, Pa. SHEET STEEL ha _j 

















When writing mention AMERICAN ARTISAN—Thank you! 
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BUYERS’ DIRECTORY 














Acetylene (Gas) Dissoived. 
Prest-O-Lite Co., Inc., 
New York, N. Y. 


Air Filters. 
Sturtevant Co., B. F., Boston, Mass. 


Bale Ties. 
American Steel & Wire Co., 
Chicago, Ill. 


Bol 
The Kirk-Latty Co., 
Cleveland, Ohio 
Lamson & Sessions Co., 
Cleveland, Ohio 
Ryerson & Son, Inc., Jos. T., 
Chicago, Ill. 
Brakes—Bending. 
Dreis & Krump Mfg. Ce., 
Chicago, Ill. 
Ryerson & Son, Inc., Jos. T., 
Chicago, IIL 


Brakes—Cornice. 

Dreis & Krump Mfg. Co., 
Chicago, Ill. 

Brass and Copper. 
American Brass ~ 
Waterbury, Conn. 


Copper & Brass Research As- 
sociation New York 
Merchant 7 Evans Co., 
Philadelphia, Pa. 
Burners—Gas. 
Wonder-Worker Gas Appliance 
Co., Cincinnati, Ohio 
Code Calculator. 
Standard Code Computing Rule 
Co., Baltimore, Maryland 


Canse—Garbage. 
Osborn Co., The J. M. & L. A. 
Cleveland, *Snio 


Castings—Malleable. 
Fanner Mfg. So. Cleveland, Ohio 
Ceilings— Metal. 
Burton Co., The W. J., 
Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, Ill. 
as og *: Corrugating Co. 
Ch’go, La Crosse, Kan. City 
Whesitne rrugating Co. 
ling, W. Va. 


Chaplets. 
Fanner Mfg. Co., Cleveland, Ohio 


Chimney To 
Standard Ventilator Co., 
Lewisburg, Pa. 


Check Drafts. 
Teela Sheet Metal Co., 
Oshkosh, Wis. 
Clinker Tongs. 
L. J. Mueller Furnace Co., 
Milwaukee, Wis. 
Stover Mfg. & Engine Co., 
Freeport, Il. 
Copper. 
American Brass Co., 
Waterbury, Conn. 
Copper & Brass Research As- 
sociation, New York 


Cornices. 
Friedley-Voshardt Co., 
Chicago, Ill. 
Milwaukee Corrugating Co. 
Mil., Ch’go, La Crosse, Kan. City 


Cu Blowpipes 
Oxweld Acetylene Co., 
New York, N. Y. 
Cut-offe—Rain Wager 
Milwaukee Corrugating C 
Mil., Ch’go, La Crosse, Kan. City 
Dampers—Quadrants—Accessories. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
L. J. Mueller Furnace Co., 
Milwaukee, Wis. 
Parker-Kalon Corp., 
New York, N. Y. 
Stover Mfg. & Engine Co., 


Freeport, Ill. 
Dies—Punch Press. 
La Salle Machine Works, 
Chicago, Ill. 


Diffuser—Air Duct. 
Aeolus-Dickinson Co., 
Chicago, Ill. 
L. J. Mueller Furnace Co., 
Milwaukee, Wis. 
aw a » 
Lupton’s Sons Co., vid, 
Phiedetphia, Pa. 
Drive Screws—Hardened Metallic 
Parker-Kalon Corp., 
864 West 13th Bt. New York 


EBaves Trough. 
Barnes Metal ‘Products Go.. 


hicago, Ill. 
Berger Bros. Co., 
Philadelphia, Pa. 
Burton Co., T 


" Detroit, Mich. 
Berger Co., L. D., 
Philadelphia, Pa. 


Lupton’s Sons Co., vid, 
Bniladel ~—7 Pa. 
Milwaukee Corrugating 
Mil., Ch’go, La Crosse, Kan. City 
New Jersey Zinc Sales Co., The 
New York, N. Y. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 
Elbows and Shoes—Conductor. 
Barnes Metal Products Co., 
Chicago, Tl. 
Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
Lupton’s Sons Co., David, 
Phiiadelphia, Pa. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Wood Faces—Cold Air. 
Auer Register Co., Cleveland, Ohio 
American Wood Register 

lymouth, Ind. 
sg Corrugating Co., 

Mil., Ch’go, La Crosse, Kan. City 
United States Register Co., 

Battle Creek, Mich. 


Fences. 

American Steel & Wire Co., 

Chicago, Il. 
Fittings—Conductor. 

Barnes Metal Products Co., 
Chicago, Ill. 

Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Flanges 
Chicago Metal Mfg. Co. 
Chicago, Til. 


Fittings—Steel Pipe. 
Chicago Metal Mfg. Co., 
ctenes. Til. 
Flue Thimbles. 
Milwaukee Corrugating Co., 
Mil., Ch’ ~ La Crosse, Kan. City 
Furnace C t—Asbest 
Buckeye Products Co., 
Cioctamett, Ohio 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
Furnace Cement—Liquid. 
Technical Products Co., 
Pittsburgh, Pa. 





Furnace Cleaners—Su 
Brillion Furnace Co., Brillion, Wis. 
Sturtevant Co., B. F., Boston, Mass. 
Williamson Heater ‘Co. 
Cincinnati, Ohio 


Furnace Fans. 
A. H. Robinson Co., Massillon, Ohio 
Warm Air Furnace Fan Co., e 
Cleveland, Ohio 
Williamson Heater Co. 
Cincinnati, Ohio 
Furnace Rings. 
Forest City-Walworth Run 
FounGries Co., Cleveland, O. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Fu 
Calkins & Pearce, Columbus, O. 


Mueller Furnace Co., L. 
Milwaukee, Wis. 
‘ast Iron. 


Furnace 
Waterloo Register Co., 
Waterloo, Iowa 
Furnaces—Warm Air. 
Agricola Furnace Co.,Gadsden, Ala. 
American Furnace Co., 
St. Louis, Mo. 
American Foundry & Furnace 
Co., Bloomington, Ill. 


Armstrong Furnace Co., 
London, Ohio 
Brillion Furnace Co., Brillion, Wis. 
Floral City Heater Le we 
onroe, Mich. 
ey ay City- Walworth Run Fdy. 
Cleveland, Ohio 
Fox Furnace Co.} Elyria, Ohio 
Graff Furnace Co., New York, N. Y. 
Green Fdy. & Furnace Co., 
Des Moines, Iowa 
Hall-Neal Furnace Co., 
Indianapolis, Ind. 
Henry Furnace & Fdy. Co., 
Cleveland, Ohio 


Hero Furnace Co., Sycamore, Il. 
Hess-Snyder Co., Massillon, Ohio 
Homer Furnace Co., 


Coldwater, Mich. 
Lamneck Co., W. E., 
Columbus, Ohio 
Langenberg Mfg. Co., 


St. Louis, Mo. 
Lennox Furnace Co. 
Marshalitown, Ia.; Syracuse, N. ¥. 
May-Fiebeger Furnace Co., 
Newark, Ohio 
Meyer Furnace Co., The, Peoria, [Il 
Moncrief Furnace Co., Atlanta, 
Mt. Vernon Furnace Mfg. 
Mt. Vernon, Til. 


Mueller Furnace Co., L. J., 
Milwaukee, Wis. 
Richardson & Boynton Co., 
New York, N. Y. 
Robinson Co., A. H., Massillon, O. 
Rybolt Heater Co., Ashland, Ohio 
Security Stove & Mfg. Co., 
Kansas City, Mo. 
Standard Furnace ra ‘Supply Co., 
Omaha, Neb. 
Success Heater Mfg. Co., 
Des Moines, Iowa 
Thatcher Co., Chicago, Ill. 
XXth Century menting & Venti- 
lating Co., ron, Ohio 
Utica Division of . ...-}~ 
Boynton Co., bs tica, N. *y. 
Waterman-Waterbury Co 
Minneapolis, Minn. 
Western Steel Products Co., 
Duluth, Minn. 
Williamson Heater Co., 
Cincinnati, Ohio 
Wise Furnace Co., Akron, Ohio 


Garages— Metal. 
Thomas & Armstrong Co., The 
London, Ohio 


Gas (Acetylene) Dissolved. 


Prest-O-Lite Co., Inc., 
New York, N. Y. 


Gas (Nitrogen). 
Linde Air Products Co., 
New York, N. Y. 


Gas (Oxygen). 
Linde Air Products Co., 
New York, N. Y. 


Glass—Wire. 


Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Grilles. 


Auer Register Co., Cleveland, Ohio 
Harrington & King wens 


be icago, Ill. 
Hart & Cooley Co., 
New Britain, Conn. 
Independent Reg. Co., 
sevetane, Ohie 
Tuttle & Bailey Mfg. 
Chicago, Ill. 
United States Register Co 
Battle Creek, Mich. 


Grilles—Store Front. 
Tuttle & Bailey Mfg. Co., 
Chicago, Ill. 


Guards—Machine and Belt. 


Harrington & King af mma | 
Co., Chicago, II. 


Handles—Boller. 
Berger Bros. Co., Philadelphia, Pa. 


Handles—Soldering Iron. 
Hyro Mfg. Co., New York, N. Y. 


Hangers—Eaves Trough. 
Berger Co., L. D., Petebetghie, Pa. 
Lupton’s Sons Co., David, 

Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Heaters—Cabinet. 
Fox Furnace Co., Elyria, Ohio 
Mueller Furnace Co., - 
Milwaukee, Wis. 
Waterman-Waterbury Co., 
Minneapolis, Minn. 


Heaters—Gas. 


Heaters—School Room. 
Floral City Heater Co., 
Monroe, Mich. 
Meyer Furnace Co., The, 


Peoria, Ill. 
L. J. Mueller Furnace 
Milwaukee, Wis. 
Standard Furnace & Supply Co., 
Omaha, Neb 


Waterman-Waterbury Co., 
Minneapolis, Minn. 


Hi 
Berger Co., L. D., 
Philadelphia, Pa. 


Hotels. 
Fort Shelby Hotel, Detroit, Mich. 


Humidifiers. 
Automatic Humidifier Co., 
Cedar Falls, Iowa 
L. J. Mueller Furnace Co., 
Milwaukee, Wis. 


Lath—Expanding 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Machines—Crimping. 
Bertsch & Co., 
Cambridge City, Ind. 


Machinery—Culvert. 
Bertsch & Co., 
Cambridge City, Ind. 


Machines—Tinsmith’s. 
Bertsch & Co., 
Cambridge City, Ind. 
Burton Co., The W. J., 
Detroit, Mich. 


Dreis & Krump Mfg. Co., 
Chicago, Il. 
La Salle Machine Wes, 


Chicago, IIL 
Marshalitown Mfg. Co., 
eas a Ey P eae: 
Osborn Co., The J. M. 
~ RY ‘Sato 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Ryerson & Son, Inc., Jos. T., 
Chicago, In. 
Whitney Mfg. Co., W. A., 
Rockford, Il. 
Whitney Metal Tool Co., 
Rockford, Ill. 


Mandrels. 
Hyro Mfg. Co., New York, N. Y. 


Metals—Perforated. 
Harrington & King Perforating 
Co., Chicago, Ill. 
ters. 


Mi 
Friedley-Voshardt Co., 
Chicago, Ill. 

Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Miters—Eaves Trough. 
Barnes Metal Products Co., 
Chicago, Ill. 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Mil, Ch’go, La Crosse, Kan. City 


Nails—Hardened Masonry. 
Parker-Kalon Corp., 
New York, N. Y. 


Nalils—Wire. 
American Steel & Wire Co., 
Chicago, Th. 


Nitrogen (Gas). 
Linde Air Products Co., 
New York, N. Y. 


Ornaments—Sheet Metal: 
Friedley-Voshardt Co., 
Chicago, Th. 


Gerock Bros. Mfg. Co., 
St. Louis, Mo. 
Milwaukee Corrugating Co., 
Mil, Ch’go, La Crosse, Kan. City 


Oxygen (Gas). 
Linde Air Products Co., 
New York, N. Y. 


Paint. 
Conners Paint Mfg. Co., Wm.. 
Troy, N. Y¥. 


Patterns—Furnace and Stove. 
Cleveland Castings Pattern Co. 
Cleveland, Ohio 
Quincy Pattern Co., Quincy, Ill. 
Vedder Pattern Works, 


Troy, N. Y. 
Pipe and Fittings—Furnace. 
Burton Co., The W. J., 
Detroit, Mich. 


Green Fdy. & Furnace Co., 
Des Moines, Iowa 
Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
Lamneck Co., W. 


} Ohie 
Meyer & Bro. Co., F., Peoria, Ill. 
Milwaukee Corrugating Co., 

il, Ch’go, La Crosse, Kaa. City 
Mueller Furnace Co., L. J., 
Milwaukee, Wia 
Osborn Co., The J. M. &L. A, 
Cleveland, Obie 
Standard Furnace & Supply Co., 
Omaha, Neb. 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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CHICAGO METAL MEG. COMPANY 


Manufacturers of Sheet Metal Products 





CONDUCTOR PIPE 
EAVES TROUGH 


Conductor Hooks — Gutter End Pieces, 
Caps and Outlets. Eaves Trough Hangers. 
FURNACE PIPE, STOVE PIPE & ELBOWS 












ELBOWS AND SHOES 
EAVES TROUGH MITRES 
FLAT AND CORRUGATED SHEETS 
LOCK-SEAM PIPE 
BLOW PIPE ELBOWS STEEL FLANGES a 








Telephones: LAFayette 5754-5755 


3718 South Rockwell St., CHICAGO, ILL. 








The NEW IMPROVED “STANDARD” 


Rotable Ventilator 
Now made of Armco Iron 
This favorite cone-shaped ventilator 
is now improved in several impor- 

tant points. 

The weight of the ventilator body is 
now carried on a concave thrust 
beari — in the apex of the 
conical body. This bearing turns 
upon the pivot point of the station- 
ary center spindle. 

The bronze Guide Bushings are now 
made of non-corrosive bronze which 
minimizes friction and any tendency 
to screech when body is potating. 
we other new features. Write 








Patents pending 


STANDARD VENTILATOR CO; Lewisburg, Pa. 


rv new catalog and price list. 











CHICAGO STEEL CORNICE BRAKES 


STANDARD OF THE WORLD 


THE BEST BRAKE 
FOR ALL PUR- 
POSES: Most Dur- 
able, Easiest Oper- 
ated, Low in Price. 
Made in All Lengths 
and to Bend All 
Gauges of Metal. 
Over 25,000 in use. 


WRITE FOR 
PARTICULARS 



































E makea 
. complete 
line of Boiler 
Handles. 
Also handlesfor | 
Boiler Covers. } 
Cut shows No. 40 
style. 
Let us send you 
samples. 
SOLD BY 
LEADING 
JOBBERS 


BERGER BROS. Co. 


229 to 4d ARCH STREET PHILADELPHIA, PA. 
Warerooms and F., actory: 100 to 114 Bread Street 
Monufactarors of “Qasher Chy” line of Miters, Ends, Caps and Outlets 4) 


| KEYSTONE BOILER HANDLES 

















= 





The Snaps 
simplest on or off 
hose quickly. 

coupling s 
made not leak. 





























50-INCH FORMING ROLL 


This Forming Roll is built in all 
standard sizes, with our Patented 
ing Device by means of 
which it is opened and closed in 
a few seconds. 

We build a complete line of Shears 
and punches, ali sizes, for hand or 
belt power. 

Write for Catalog “R” 
BERTSCH & CO., Cambridge City, Ind. 


RYERSON SHEETS 


caer seo rine tegen apne STOCK 
More than twenty kinds are carried in stock. Also Bars, 
Analen, Rivets’ Boke, Toole tod Metal-Working Machinery. 
Write for Journal and Stock List 


JosepPu T. Rverson & Son wn. 
Chicago Milwackes Jersey City Boston Detroit $i. Louis Cincim ati Cleveland Bullale 
































HESSLER Perfect Hose Connection 


OU and your customers, everybody who uses a hose 
will welcome the Hessler Hose Connection. 
It saves hose length and the hose, no kinking or 
twisting—no splashing, no leakage and you snap it on 
or off in a wink. 
The Hessler will be a big, fast seller and a real profit 
maker. 
Order a sample lot now—made in four sizes. Write 
today for price and circulars. 


H. E. HESSLER Co. Syracuse, New York 

















electrical, 
rope, barb- 
ed, plain, 
nails (bright 
and coated), tacks, spikes, bale ties, hoops, springs, 
netting, wire fences, steel posts, steel gates, trolley 
wire, rail bonds, flat wire, cold rolled strip steel, piano 
wire, round and odd-shape wire, screw stock, weld- 
ing wire, concrete reinforcement. Aerial tramways. 


Illustrated books describing uses, FREE 


American Steel & Wire 
Sitise Company 


es Offices: Chicago, 
Wand All Principal Cities 











Say you saw it in AMERICAN ARTISAN—Thank you! 
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BUYERS’ DIRECTORY 

















Pipe and Fittings—Stove. 
Meyer & Bre. Co., F., Peoria, Ill. 
Milwaukee Corrugating Co., 

Mil., Ch’go, La Crosse, Kan. City 


Pipe—Conductor. 


Barnes Metal Products Co., 
Chicago, In. 
Berger Bros. Ce., 
om, Pa. 
Chicago Metal Mfg. C 
Chicago, Ti. 


Dieckmann Ce., Ferdinand, 
Cincinnati, Ohio 
Friedley-Voshardt Co., 
Chicago, Ill. 
Lapten’s Sons om David, 
ja, Pa. 


Milwaukee oye ting Co., 
Mil., Ch’go. osse, Kan. City 
zine Bal es Co., 


New Jersey 
wee > fork, 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Poste—Steel Fence. 
American Steel & Wire Co., 
Chicago, Ul. 


Presses. 
La Salle Machine Works, 
Chicago, Ill. 


Bertsch & Co., 
Cambridge City, Ind. 

La Salle Machine Works, 
Chicago, Ill. 

Peck, Stow & Wilcox Co., 
Southington, Conn. 
Ryerson & Son, Inc., en 


hicago, Il. 
Whitney Mfg. Co., W. A., 
Rockford, 1. 
Whitney Metal Tool Co., 
Rockfora, I. 


Punchese—Cembination Bench and 
Hand. 

Hyre Mfg. Co., New York, N. ¥. 

Ryerson & Son, Inc., = , on 


Chicago, Ill. 
Whitney Metal Tool Co., 


Rockford, Il. 
Whitney Mfg. Co., W. 
Rockford, Th. 


Punches—Hand. 


Hyre Mfg. Co., New York, N. Y. 
Ryerson Son, Inc., 7 T., 


cage, Il. 
Whitney Metal Tool Co., 
pos kford, Ill. 
Whitney Mfg. Co., W. 
Rocktora, Ti. 
rn 5 mena 
Connors Paint Mfg. Gr, Wm., 


roy, N. ¥. 
Pecora Paint Co., 
Philadelphia, Pa. 


Radiater Cabinets. 
The Hart & bay 4 Mfg. Co., 
ew Britain, ‘Conn. 
Tuttle & Batley Mfg. Co., 
Chicago, Ti. 


Radiators—Shields. 
Beh & Co., Inc., New poem N. Y. 
Furnace 


armstrong 
Leoden, Ohio 


Ban bination Gas & Coal. 
Qu Meal Stove Co., 
St. Louis, Mo. 


Thatcher Co., Newark, N. J. 


Ranges—Gas. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Register Shields. 
Beh & Co., Inc., New York, N. Y. 


Warm Alr. 
Auer Pe Cleveland. Ohio 
Forest City-Walworth Run 
Co., Cleveland, O. 
Hart & Cooley Co., 
New yg wy Conn. 


Henry Furnace & F 

cleveland, Ohie 
Lamneck & Co., E., 

Vootumb Ohio 


Meyer & B Co., F., — 1. 


a. ‘co 
Mil, Ea Crosse, 1 Kan. City 


Mueller » thy - 
Mitwaukee, W is. 
Standard Furnace & Supply Co., 


Tuttle & Bailey Mfg. Co., 
Chicago, Il. 
United States Register Co., 
Lae) Creek, Mich. 
Waterloo Register C 
Waterloo, Iowa 


Registers—W 00d. 
American Wood er Co., 
uth, Ind. 
iw Resttes Co., La aw Ohio 
waukee rrugating 
Ch’go, La Crosse, Kan. City 
ar i “Mueller Furnace 
Milwaukee, Wis. 
United States poe er Co., 
Battle Creek, Mich. 


Repaire—Stove and Furnace. 


Hessler Co., H. E., 
Syracuse, N. Y. 


Ridging. 
Armco Distributors Ass'n of 
Amer iddletown, Ohio 
Lupton’s Sons Co., David, 
Philadel = Pa. 
Muweuhee Corrugating 
, Ch’go, La ean. Kan. City 


Rivetse—Stove. 


The Kirk-Latty Co., 
Cleveland, Ohio 
Lamson & Sessions 
Cleveland, Ohio 
Ryersen & Son, Inc., = * 
Chicago, Ill. 


Rods—Stove. 
The Kirk-Latty Co. 
Cleveland, Ohio 


Lamson & Sessions 
‘Cleveland, Ohio 


Rolle—Forming. 


Bertsch & Co. +. 
Cambridge City, Ind. 


Cement. 
Connors Paint Mfg. Cas wm., 


Troy, N. Y. 
Pecora Paint Co., 
Philadelphia, Pa. 


Pee 
Hessler Co., pocgse. N. Y. 
Milwaukee ‘decontad = Co., 
Milwaukee, Wis. 


Roofing—lIron and Steel. 
Armco Distributors Ass’n of 
America, anes. Ohio 
Burton Co., The W 


Detroit, Mich. 
Friedley-Voshardt Co. 
Chicago, m1. 


Inland Steel Co., Pe Il. 
Merchant & Bvans Co 
niladelphia, Pa. 


wnwaueee Co: 
MiL, Sums £ Kan. a, ty 
Osborn So. ‘the J. M. 


Cleveland, *Gnnto 
Ryerson & Son, Inc., Jos. T., 
Chicago, Ill 
Wheeling Corrugating Co., 
Wheeling, Ww. Va. 


Reoofing—Tin. 
Milwaukee Corrugating Co., 
Mil, Ch’go, La Crosse, Kan. City 
Taylor Co., N. & G. 
Philadelphia, Pa. 
Wheeling Corrugatin 
Wheeling. Ww. Va. 


Roofing—Zinc. 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 
Rubbish Burners. 


Hart & Cooley Co., 
New Britain, Conn. 


Schoole—Sheet Metal Pattern 
Drafting. 
St. Louis Technical Institute, 
St..Louis, Mo. 
Schoole—Warm Air Heating. 
St. Louis Technical a 
St. Louis, Mo. 
Screws—Hardened Metallic Drive. 
evans Co ting Co., 
» Ch’go, La Crosse, Kan. City 


Porker- m Co 
364 West 18t :"st., New York 


Screws—Hardened Self- » 
Tapping 
a, Cope ting Co., 
Mil, Kalen, Go Kan. City 
Parker- nm =P 
8t.. New York 


Screens—Perforated Metal. 
Harrington & King eee | 
Co., Chicago, I)l. 
Shearse—Hand and Power. 
Marshalltown Mfg. Co., 
Marshalltown, Iowa 
Peck, Stow & Wilcox Co., 
ow ag Conn. 
Ryerson & Son, Inc., on 


icago, mn. 

Unishear Co., Inc., 
New York, N. Y. 
Viking Shear Co., Erie, Pa. 


Sheet Metal Screws—Hardened, 
Self-Tapping. 


Parker-Kalon oo 
200 &t., New York 


Armco Distributors Ass'n of 
America, 14 
Burton Co., The W._J., 
Detroit, Mich. 
Inland Steel Co., Chicago, Ill. 
Merchant & Evans Co., 
Philedetphia, Pa. 
a ow gy Kan. City 
’ ‘go 
Osborn Co., The J. M. & L. 
Cleveland, Ohio 
Ryerson & Son, Inc., Jes. T., 
Ch mi. 


Taylor Co., N. & G. 
TT Philadelphia, Pa. 


Wheeling Gusvaitien 
Wheeling, w. Va 


Sheete—Iron. 
Aum Distributors Ass'n of 
a = ps sate Setowa, Ohie 
uarcheat Bret Stiga, Pe 
waukee 
Mil, Kan. City 


R ras a J T. 
erson ne. os. ° 
? a * Chicago, Tl. 


Merchant & Evans Co. 
Bvoniladeiphia, Pa. 
Taylor Co., N. sa. 
Philadelphia, Pa. 


Sheete—Zinc. 
New Jersey oe Sales Co. he 
ew York, "Nn. Y. 


ting Co., 
Kan. City 


Co. 
. Ww. Va. 


and 
unseinet ch 

, Ch’go, La 
Wheeling Co 


Shingles—Zinc. 
Milwaukee Co: ting Co., 
Mil., Ch’go, La Kan. City 


Sifters—Ash. 
Diener Mfg. Co., G. W., 
Chicago, ill. 


ta. 
Lupton’s 4 a*s. David. 
Philadelphia, Pa 
Milwaukee Co 


Mil, Ch’go, La oe oa Ken. City 


Peck, Stow & Wilcox Co 
Pinon dee Conn. 
Ryerson & Son, Inc., Chicago m 


er Co., — Chicago, m. 


5 Xt 


Quick Meal Stove Se 
it. Louis, Mo. 
Ryerson & Son, Inc., Jos. T., 
Chicago, Il. 


Diener Mfg. Co., G. W., 
Chicago, Ill. 


Hessler Co, E by ty Y. 


Fanner Mfg. Co., Cleveland, Ohie 


Friedley-Vosharat Co-, 


Chicago, Ill. 
Gerock Bros. Mfg. Co., 
St. Louis, Me. 


Steel Pipe—W. 
Chicago Metal Mfg. Co. 
Chicago, Th. 

Stove Pipe Reducers. 
Milwaukee Cusuqeties Co., 

Mil., Ch’go, La Crosse, Kan. City 


Stoves—Camp. 
Quick Meal Stove oe 
t. Louis, Me. 
and Oil. 


Stov a 
Quick Meal Stove Co., 
St. Louls, Me 


Stoves and 
Quick Meal Stove o 


it. Leo =. 
Thatcher Co., Newark, J. 


American Steel & Wire Cor 


Chicago, Ill. 


Tinplate. 
Burten Co., The W. J., 
Detroit, Mich. 
sy Co ting Co., 
, Ch’go, La rosse, Kan. City 
m. Tt co. ‘The a oe &tlLaA. 
leveland, Ohie 
Taylor Ce., N. & re 
Philadelphia, Pa. 
Teolse—Tinsmith’s. 
Bertsch & Co., 
Cambridge City, Ind. 


Burton Co., The W. J., 
Detreit, Mich. 

Dries & Krump Mfg. Co., 
Hyro Mfg. Co., New ee mY 
Marshalitewn its 
Maschsitown, Iowa 
Osborn Ce., The J. M. & L. A. a 
Peck, Stew & Ba. Co., 

ae ee Conn. 
Ryerson & Son, Inc., Jos. 


Chicago, Tn. 
Viking Shear Co., Erie, Pa. 
Whitney Mfg. Co., W A. 

Rockford, mn. 


Whitney Metal Teol Co., 
Rockferd, TH. 


Burgess Solderi Furnace Co 
ur ering 
Columbus, Ohio 
Diener Mfg. Co., G 
Chicago, Ti. 


Quick Meal Stove Co., 
t. Louis, Me. 
Ryersen & Son, Inc., Jos. T., 
Chicago, Il. 


Trade 
Copper & Brass 


Research 
sociation, New York, x Y. 
Sheet Steel Extension 
Committee, Pittsburgh, Pa. 


Trimmings—Stove. 
Fanner Mfg. Co., Cleveland, Ohte 


Ventilators. 
Aeolus Dickinsen Co., Chicage, Ill. 
Akrat Ventilators, Inc., 


Chicago, Ill. 
Arex Company, Chicago, Ill. 
Berger Bros. 3 
Philadelphia, Pa. 
Friedley-Voshardt Co., 
Chicage, Ti. 
Kernchen Co., Chicago, Ill. 
Lupton’s Sons’ Co., Dav 
Philadelphia, Pa. 
Milwaukee Co Co., 
Mil, C Kan. City 


La 
Standard "Gentitator Co., 
Lewisburg, Pa. 


Ventilators—Celling. 
Hart & Cooley Co., 
New "Britain, Cena. 
Henry Furnace & Fay. Co., 
Cleveland, Ohie 
Tuttle & Bailey Mfg. } 
New York 


Windews—Steel. 
Lupten’s Sons Co., David, 
Philadelphia, Pa. 


Wire—Electrical. 
American Steel & wee Ce., 
Chicago, Iii. 


American Pte aw Wire. Co., 
Chicago, Ii. 


American nal & Rope. 
Snicase, mm. 


Zine. 
Merchant & Evans Co. 
Philadel hia, Pa. 
New Jersey Zinc nF. 
ew York, N. Y. 





When writing mention AMERICAN ARTISAN—Thank you! 
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WANTS AND SALES 


Yearly subscribers to the 
AMERICAN ARTISAN may in- 
sert advertisements of not more 
than fifty words in our Want and 
Sales lumns WITHOUT 
CHARGE. 


Such advertisements, however, 
must be limited to help or situa- 
tion wanted, tools or equipment 
for sale, to exchange or to buy, 
business for sale or location de- 
sired and must reach our office 
by Thursday of the week of pub- 
lication. This privilege is not ex- 
tended to manufacturers or job- 
bers—or those making a business 
of buying and selling used ma- 
chines, employment agencies and 
brokers. 

When sending advertisement 
state whether your name or blind 
number is to be used. 





NOTICE 


To those answering Special 


Notice and Want Advertisements 


ONLY FIRST CLASS MAIL 
CAN BE FORWARDED 








BUSINESS CHANCES 


Lightning Rods—Dealers who are sell-— 
ing a tning Protection will make 
money by writing to us for our latest 
Factory to Dealer Prices. We employ no 
salesmen and save & all overhead 
charges. Our Pure Copper Cable and 
Fixtures are endorsed hy the National 
Board of Fire Underwriters and hundreds 
of dealers. Write today for samples and 
+ K. Diddie Company, Marsh- 
eld, =. 








Partner 
basis only. 


anted on a profit sharing 
ite little investment re- 
quired (for good or 


A well estab- 
lished furnace and furnace aay 
business in a city of near 100, ants 
a practical furnace man familiar with 
Standard Code installation and with sell- 
ing ability. Must be — and not 
a of work. One 30 t years of 

preferred. Address Par? AMER- 
IcAN ARTISAN, 620 South Michigan 
Avenue, Chicago, Il. 





For Sale—Well rege ag equipped 
shop run in connection with 
ware store in suburb immediately 
cent to large Ohio wd about $16, 
his 


business per year. will only be 
sold to hi Pe. wee capable of 
handling st class of work. This 

one of the few ened. If you can 


qualify as to ability you can get it for 
$1,500 cash. Address X471, care AMER- 
ICAN ARTISAN, 620 South Michigan 
avenue, Chicago, Tiiinois. 





For rent or will sell plumbing heating 
and sheet metal business =, fvety Pe $y 
of 2,000. Cement block —, =< 
two floors with RK eg ll vant 
with tools and machines for $30.00 per 
month. Must have $500.00 to buy stock. 
Write for full information to A. C. Buz— 
zard, Holly, Michigan. M472 





For Sale—Sheet metal and furnace shop 
in county seat town of 3,500 po tion in 
Northeastern set tools and 
ees business. aep 25x40. Address 

472, AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Miinois. 


AMERICAN ARTISAN 
BUSINESS CHANCES 
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SITUATION WANTED 














For Sale—A No. 1 Sheet metal and 
radiator shop in one of the best little 
towns in Eastern Nebraska. Full set of 
tools all in good shape. Good radiator 
business, about eight furnaces to put in. 
Will sell cheap—$600.00 down, balance 
easy terms. Price $1,000.00. The only 
shop in town of 1,200. Huve bey reason 
for selling. Address Z-472, ERICAN 
A SaaS, 620 S. Michigan Av., Chicago, 





For Sale—Good Sheet Metal Shop in 
Central Indiana city. Establish 16 
years. Full line of up-to-date tools and 
equipment in fine condition. Plenty of 
good work coming up now and will step 
out and turn business and good will over 
to right party for $15,00¢.00 cash. Other 
business reason for selling. Address 
Y-472, AMERICAN ARTISAN, 620 S. 
Michigan Av., Chicago, Ill 


Por Salie—Tin shop and plumbing. 
Town 4000 in North Central ~,4% Good 
town, 2 railroads, new buildi gece 
location. Will sell or rent buil &., 
son for selling on account of e and 
health. Address D472, AMERICAN 
ARTISAN, 620 S. Michigan Avenue, 
Chicago, Illinois. 


For Sale—An established —y Metal 
shop and building in the e - ey RR in 
Southern Illinois. Someth ing Sood or 
hustler. Address Williams Tin Shop, 139 
S. Tate avenue, Centralia, Illinois. Z471 


“For Sale—Bstablished sheet metal 
business in Des Moines. Ia. Half owner 
must retire. Address K472, AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Ill 














Situation Wantecd—By a first class tin- 
ner. 10 years’ experience. Practical 
Standard Code Furnace Installer. Good 
knowledge of hardware, also some 
plumbing and general job work. Esti- 
mate sheet metal an furnace work. 
Reasonable salary and good service. Ad- 
dress H. .. Ester, 09 Olive street, 
Washington, Mo. wat 





Situation Wanted—By reliable furnace 
salesman who can sell furnaces and 
knews the estimating and installation 
art of the business. I believe in the 
tandard Code and fan system when 
necessary. Address T471, AMERICAN 
ARTISAN, 620 Sovth Michigan avenue, 
Chicago, Illinois. 





Situation Wanted as foreman for a fur- 
nace department. Nine years’ experi- 
ence including 2 years’ selling. Can su-— 
pervise men. Strong believer in Stand- 
ard Code. Want steady work. No boozer. 
References furnished. Address 3533 Em- 
erson Ave., So. Minneapolis, Minn. E-473 





Wanted—Position as tinner. I am a 
good all around mechanic. A No. 1 on 
hot air furnaces. Had 30 years’ expe- 
sree. Married, good habits and steady. 

© anywhere at once. Address R471, 
CME SICAN ARTISAN, 620 S. Michigan 
avenue, Chicago, Ilinois. 





Position wanted by a first-class tinner 
and furnace man. nows the Standard 
Code. -Can do inside and outside work. 
25 years’ at the trade. Married. Can 
do suythieg © that comes in any tin shop. 
Address A Mack, 201 2nd Avenue, 
South Saint Tharles lm. wi4i2 





SITUATION WANTED 


Situation Wanted — B good sheet 
metal worker. 28 years’ experience at 
general sheet metal work, such as cor- 
nice, skylights, restaurant equipment, 
ventilation, boiler breeching and all 
kinds of furnace fittings. Does in and 
outside work, cut patterns and lay out 
bee -i R— # a to hear from a 
relia ddress P471, AMER- 
ICAN. “ARTISAN, 420 8. Michigan ave-— 
nue, Chicago, ml 








Situation Wanted—Hardware or furni-— 
ture store having furnace department in 
connection and wishing to place this 
department in experienced hands to run 
and operate for them on paying basis. 
That's the b I want and I can prove 
my worth if given the oguetiey. Can 
lay out, ete. sell and install. Refer-— 
ences. Address T472, AMERICAN 
ARTISAN. 620 South Michigan Avenue, 
Chicago, 


Wanted—A job by a real first-class 
sheet metal worker. 22 years’ experi-— 
ence mostly inside work. Seesougniy 
understands the »usiness from A to 
knows how to do an honest day’s work 
and is not afraid to do it. References 
both as to character and ability if de— 

sired. Address S. M. Strange, 409 West 
Third Street, Charlotte, N. C. P472 


Situation Wanted—An A-1 all around 
sheet metal and layout man wants 
steady job at once. Married, sober, 
st and a hustler. Can handle men 
et peeantn e. References. State r- 

pay to Q471, AMERICAN 
ARTISAN 620 S. Michigan avenue, Chi- 
cago, Illinois. , 


Situation wanted as sheet metal work- 
er or lay out man. Have had heating, 
blow pipe and factory experience. Mar- 
ried and 30 years of age. Sober and 
steady. Want steady work with reliable 
firm, prefer Wisconsin or California. Ad- 
dress S472, AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, 


Situation Wantei—By General Sheet 
Metal furnace man and pattern cutter. 
19 years’ experience Engineering knowl- 
edge of warm air heating. Steady work 














with good clean outfit desired. State 
full particulars. Addrers Box 175, El- 
mer, Mo. 0471 





Position wanted by sheet metal work- 
er, married and thirty years of age. 12 
years’ experience in sheet metal work. 
Can draft patterns and read blue prints. 
State wages in first letter. Address 
R472, AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Il. 


Situation Wanted—By .s metal 
worker and furnace man. ears at 
the trade. Age 32 and Leste Sober 
and want year around job. ‘Address 
W. E. Hull, 530% S. Water street, Wich- 
ita, Kansas. S4Ti 


Combination plumber and tinner wants 
job at once. n do plumbing, furnace 
and sheet metal work. 35 years of age, 
married and 12 years’ experience. Ad- 
dress H. W. Chambers, ieee 








Situation Wanted—By all around sheet 

metal worker, skylight, ventilation, blow 
pipe and furnace work. Layout and work 
from blue prints. Address L-—471, AMER- 
ICAN ARTISAN, 620 S. Michigan Ave.- 
nue. Chicago. MIlinois. 
Position Wanted by all around tinner and 
layout man. 45 years of age. Prefer shop 
or inside work. Address D-473 AMER- 
ICAN ARTISAN, 620 8S. Michigan Ave., 
Chicago, Ill. 


HELP WANTED 


Wanted—First-—class tinner and plumb- 
er. Must be able to handle all kinds of 
em required in a country town of 1, 

ulation. Unless you are steady and 

r do not apply. State wages and 
celepanase in first letter. Address H472, 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, If. 














Wanted At Once—Good all around 
tinner and furnace man. Must be able 
to read blue prints and lay out job. 
Also to do ventilating, skylight and blow 
pipe work. Located in Central Illinois. 
Address all letters to J472, AMERICAN 
Artisan, 620 South Michigan Avenue, 
Chicago, Tl. 


Wanted—Combination Sheet Metal 
Worker and Plumber. Must be A-1 me- 
chanic not over 40 years of age. Steady 
work for one who can deliver. State 
wages and give age and references. Ad-— 
dress B-473 AMERICAN ARTISAN, 620 
S. Michigan Ave., Chicago, Ill. 








Help Wanted—Furnace salesman. Must 
be able to layout and estimate according 
to code. Meyers Sheet Metal Works, 
Janesville, Wisconsin. B472 





Tinner Wanted—Must be a good tin- 
ner, sheet metal worker and roofer, also 
furnace man. Sober. Address C. il 
Timm, North Platte, Neb G472 





Wanted—Retail Furnace Salesman to 
work in large Illinois city. Address A-173, 
AMERICAN ARTISAN, 620 So. Michigan 
Ave., Chicago, Il. 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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TINNERS’ TOOLS 





AMERICAN ARTISAN 
BOOKS 
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SPECIAL NOTICES 














For Sale, Cheap—l1 30 inch rolls, 2 
pair Burrit seamers, several edging 
tongs and 3 bench machines. We want 
to buy a 30 inch stove pipe folder, a 
30 inch bar folder, hatchet and beak- 
horn stakes. Address Billart and Ress, 
Oakland City, Ind. C472 





For Sale—1 George Ohis 8 foot Power 
Press, or will trade for Power Rolls 
10 gauge capacity. Meyers Sheet a 
Works, Janesville, Wisconsin. A472 








MISCELLANEOUS 


Wanted—Cast Iron legs for sheet steel 
enameled bathtubs. Mail illustrations and 
price to Faust Mfg. Co., Comfort, saaee. 

-4 














BOOKS 


Exhaust and Blow Piping, by Hayes— 
Exhaust and Blow Piping has had an 
unusually big demand. A fresh supply is 
now off the press and is in our hands for 
immediate delivery. It has an invaluable 
treatise on the planning, cost, estimation 
and installation of fan piping in all its 
branches giving all necessary guidance 
in fan work blower and separator con- 
struction. 159 pages, 5x8. 651 figures. 
Cloth, $2.00. Order from Book Dept., 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 


620 So. Michigan Ave., Chicago, III, 




















Are You looking 
for more sales? 


WARM Air Furnace 

and Furnace Sup- 
ply Manufacturers who 
are desirous of securing 
high grade sales man- 
agers and worth while 
traveling men will find 
that a Special Notice 
advertisement in these 
columns will produce 
results. 


AMERICAN ARTISAN 
has put many a good 
man in touch with pro- 
gressive manufacturers. 


This is the best per- 
sonnel market page in 
the field—use it. 




















Manual of Automotive Radiator Con- 
struction and Repair, by F. L. Curfman 
and T. H. Leet—Anyone interested in 
Radiator Repairing will find the 185 pages 
of practical instructions and the 120 illus- 
trations showing actual construction and 
repairing a big help. In a condensed 
manner some four to five thousand an- 
swers to questions are given. It is thor- 
oughly practical as both authors are men 
of wide experience in this work. Printed 
in large, easy to read type. Measures 
5%x9 inches. Price $2.50. Order from 
Book Dept., AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Illinois. 





The Ventilation Handbook, by Chagles 
L. Hubbard. A practical book designed 
to cover the principles and practice of 
ventilation as applied to furnace heating, 
ducts, flues and dampers for gravity 
heating; fans and fan works for ventila- 
tion and hot blast heating by means of a 
comprehensive series of questions, an- 
swers and yore. ee oe descriptions easy to 
understand 2.00. Order from 
Book Dept., AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Illinois. 





The problem of keeping an accurate 
set of books is one which gives many 
sheet metal contractors a lot of trouble. 
A new and very simple system called the 
National Faultless System makes it pos- 
sible for ag to be your own bookkeeper. 
It is really four books in one. It con- 
tains records for four years and ALL 
transactions and records for one month 
are recorded on ONE PAGE. This system 
eliminates cash book, day book and jour- 
nal, but qualifies every transaction of a 
full month’s business on one sheet. Many 
other features. Write, for full details, 
Book TDept.. AMERICAN ARTISAN, 620 
South Michigan Ave., Chicago. 


THE STANDARD 
FOR MANY YEARS 
It Pulls Business Your Way! 


CN SIPH UPPLY your 
eek VENTILATOR. ce 5S 


ye with 

andyou 
never will have 
a int. 


on hand for 
prompt ship- 
ment. 

Write to- 
day for 
complete 
data 
and prices 
Made only by 


Room 1576. 113 W. WASH. ST., CHICAGO 








AKRAT 


Automatic 
Revolving 


WINDOW 
VENTILATOR 


for 


RESTAURANTS, 
KITCHENS, ETC. 


Made in two sizes— 
6 and 8 inch 
WELL MADE OF SHEET BRASS 
Perfectly Balanced—Noiseless—Revolves 
Easily WRITE FOR DETAILS 
AKRAT VENTILATORS, Inc. 
1191 Builders Bidg. Chicago, III. 















The Rate for Special Notices 
— displayed want ads — 
$3.00 per inch per insertion 
When sending copy state whether 
your name or blind number is to be 


used—also how many insertions are 
desired. 


ATENTS 


HUBERT E. PECK 
Patent Attorney 


Barrister Bldg. WASHINGTON, D. C. 








WANTED 


Three salesmen to travel in middle and 
New England States to sell Coal Ranges and 
Parlor Stoves for an old established house. 
Men with experience in Retail Stove Trade 
preferred. Address with experience and 
reference to E472, American Artisan, 620 
8S. Michigan Ave., Chicago, IIl. 





FURNACE SALESMEN 
WANTED 


We have an opening for one or two high 
class furnace salesmen for territories in 
which business is already developed. If you 
have a business producing record behind 
you, you are the man we are looking for. 
If not, don’t answer. Address Lennox Fur- 
nace Co., Inc., Syracuse, New York. F472 





UNUSUAL OPPORTUNITY 
FOR FURNACE SALESMAN 


INDIANA. Territory developed. Will 
require excellent selling record. Must 
be able to lay out and estimate accord- 
ing to the Standard Code. Address 
The Waterman Waterbury Company, 
Minneapolis, Minn. 2473 





SALESMAN WANTED 


to sell ventilating equipment 
of exceptional merit. We are 
interested only in a good live 
representative who can pro- 
duce results — commission 
basis. Address F473, 
AMERICAN ARTISAN, 620 
So. Michigan Ave., Chicago, 
Ill. 


AMERICAN ARTISAN 


ADS BRING RESULTS 














Say you saw it in AMERICAN ARTISAN—Thank you! 
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These 


AMERICAN ARTISAN 


books make your 


work 


and profits lar 


ed ta cover the 


hot blast heating 
by means of a 
comprehensive se- 
ries of questions, 
answers and very 
plain descriptions 
easy to under- 
stand. By Charles 
L. Hubbard. 


Price.. $2.00 





HAYES 
PRACTICAL + and Blow 
EXHAUST Be piping 
AND BLOW ais 

PIPING 


XHAUST and 

Blow Piping has 
had an unusually 
big demand. A fresh 
supply is now off the 
press and is in our 
hands for immediate 


delivery. It has an 
invaluable treatise 
on the planning. 


cost, estimation and 
installation of fan 
piping in all its 
branches, giving all necessary guidance in fan 
work blower and separator construc- 

tion. 159 pages, 5 x 8. 51 figures. $2 00 
CB BGG. ° COGS cccccccccccsvceyes e 





ESTI- 
MATING 
SHEET 
METAL 
WORK 


NOTHER good 

book by Wm. 
Neubecker and A. 
Hopp. This is a 
new edition. A 
manual of prac- 
tical self-instruc.- 
tion in the art of 
pattern drafting 
and construction 
work in light and 
heavy - gauge 





Be Tt »k .) Wan ted 


ee 


THE VENTILATION 
HANDBOOK A PRACTICAL 


practice of ventilation as applied to 
furnace heating; ducts, 
dampers for gravity heating; fans 
and fan work for ventilation and 


book design- 
principles and 


flues and 
of work. 











Every Sheet Metal 
worker should own this 
2 Volume Encyclopedia 
of Sheet Metal Working 


HE most practical and useful 

treatises on the subject. 

Work of all the branches of the 
trade and the broadest scope of details 
are found—inside and outside work— 
small jobs and the most complicated 
are shown, explained and profusely 
illustrated. 

The first volume deals with al! types 
and kinds of inside small and large 
sheet metal work. 

The second volume deals with the 
more advanced branches of sheet 
metal work, in fact is largely devoted 
to the architectural end of the busi- 
ness. It consists of 400 double column 
pages and is illustrated with 711 en- 
gravings showing all methods under 
treatment, as well as perspective 
views of the subjects of the patterns, 
and other demonstrations in their 
finished state. It includes drawing, 
full sized detailing and lettering, de- 
velopment and construction of al! 
forms of sheet metal construction 
work. 

The volumes are bound in heavy 
cloth and each measures 9x12 in. 


Each contains over 380 
pages and 680 onus 
drawings. Price each:.... 








metal, including 
skylights and 
roofing, cornice 
work, etc. 

7 in.; 215 figures. 
PUD wa00sceevedse 


417 pages; 4%x 
Cioth, : $3. 00 


AMERICAN ARTISAN, 


. 
For the enclosed $ 
or the enciosed 3 


enter fo 
Nan 


Addre 


THE NEW METAL WORKER 
PATTERN BOOK It 


Problems by Triangu- 
lation. This revised edi- 
tion contains a series 
of automobile patterns, 
These include laying out 
guards, fenders, cowls, 
skirts, hoods, etc. It has 
514 pages, 895 illustrations 


and diagrams, measures 


12 inches and 
is cloth bound. 6 00 
EG ‘Seeceaese o 


contains 
solutions of 
individual pattern problems in every de- 
partment of sheet metal work, giving the 
complete methods of laying out all forms 
It covers every detail from the 
selection of tools, through Linear and Geo- 


metrical Drawing, to de- 
velopment of Difficult 





easler- 


9x 





THE NEW 
TINSMITH'’S 
HELPER AND 
PATTERN 
BOOK 


NEW edition of 

one of the most 
popular books on 
tin-smithing and ele- 
mentary sheet metal 
work The contents 
of this new edition 
are new excepting the 
chapter on Mensura. 
tion, which has been 
re-arranged 
amplified, 
sibly some fifty 
pages of problems 
and tables which are 
classified to the phase 
of the work they 


cover. This book covers simple geometry and 
every phase of modern pattern cutting, from the 
making of every type of Seam, Lap and Joint, to 
Conical Problems and Tinware, Elbows, Piping, 


Ducts, Gutters, 
Work and Furnace Fitti 


Leaders, 


Cornice and Skylight 
ngs, 352 pages, 247 fig- 


ures and 165 tables, —- leather 
bound and measures 4% inches. $3. 00 


By Hall V. 


ESSENTIALS OF 


Williams. ‘Pri 4 


SHEET METAL 


WORK AND PATTERN 


DRAFTING 


Y Professor J. §&. 

Daugherty, a practical 
sheet metal worker and 
instructor at the Carnegie 
School of Technology. In- 
valuable to the sheet metal 
worker, contractor and in- 
structor, as well as an 
elementary and advanced 
course for vocational and 
trade school students and 
apprentices. Some of the 
subjects covered are Pat- 
tern Cutting; Soldering; 
Edging; Wiring; Radial 
Line Development; Pipes, 
Elbows; Miters; Pitched 


Covers and Flaring Articles; Pipe Intersec- 
tions and Tee Joints. 
substantially bound in blue cloth; 
profusely illustrated Price 


181 pages, 


* $150 
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Everlasting Milcor Copper Tile are sim- 
ple to erect, stormtight and profit- 
able alike to owner and 
contractor. 
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A Beautiful 


Broadside Suggests 








Selling Everlasting Roofs 
SUGGESTION assisted in a few facts of- 


ten leads to far more profitable sales than 
would be made without the suggestion. 





For the roofs of those fine homes and other 
high quality buildings for which you prepare es- 
timates, suggest Milcor Pure Anaconda Copper 
Spanish Tile Roofing. Any owner will be proud 
i of such a roof. It will be beautiful. There will be 
; no maintainance cost, because copper is everlast- 

ing. The initial cost is smote «39 And your 


J profit will be attractive. U ‘MILGGR; é 
PURE Anglo COPPER = * 
, A beautiful broadside prepared for architects Ben . = PUANTERE ETE SOE EM, 


and for the Sheet Metal Trade, especially suit- ie 


; 
Miuwauker COBRUGATIN Comrany Muwavkrs, Wes. 
CIC AO@ " ” 4 choot, wie 











q able for hanging in your office, will be mailed 
. free on request. And if you haven't a copy of 
“The Milcor Architectural Sheet Metal This broadside is printed it five colors, showing a Milcor Spanish 
Guide™, write for it. Copper Tile in natural blue-green verdigris. It is a beautiful =| 
of printing—you'll want it. 


MILWAUKEE CORRUGATING CO., Milwaukee, Wis. 


Chicago, IIl. Kansas City, Mo. La Crosse, Wis. 


; MILCOR-S 
SPANISH COPPER TILE 























